MILL 
SUPPLIES 


As a feature of the May Convention 
issue, MILL SUPPLIES will conduct 
a Modern Industrial Supply Clinic. 
Hundreds of profitable sales and 
operating ideas— developed through 
the experience of many of the 
country's leading distributors — will 
appear next month. Watch for this 


outstanding issue. 





A Man Is Judged by... 





the Company He Keeps! 
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The BEAVER MODEL-A 


An ancient proverb . . 


. expressing a truth 


which applies to MACHINES as well as 


to MEN! 


Prospective purchasers of pipe machines 
will be interested in the following list of 
nationally-known firms that have purchased 
the BEAVER MODEL-A .. . after careful 








Portable Pipe Machine for threading }{ to 
2” pipe (2} to 12” with geared tools and 
drive shaft). Bolts } to 14”. 

Resale Price $310. . . with one die head 
and dies for $ to 2” pipe. With three 
self-contained die heads, $345. Stand 
$17.50 extra if desired. 
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The BEAVER Universal Die 
Head . . . quick-opening and 
fully-adjustable . . takes pipe 
dies ', to 2” and bolt dies 4 to 
1¥,”. Die chamge . . . 30 
seconds. 


BEAVER PIPE [@DLS 


INCORPORATED 


293 DANA AVENUE 


consideration of competitive makes. 


Six Companies, Inc. (Boulder Dam) 
Seagram Distillers Corp. (Distillery) 
Premier-Pabst Corp. (Brewery) 

Fulton Bag & Cotton Co. (Textiles) 
Carnegie Steel Company (Shapes) 

Pusey & Jones Corp. (Shipbuilders) 
Illinois Central Railroad (Railroad) 
Simonds Saw & Steel Co. (Saws) 

John Morrell Company (Packing) 
Sinclair Oil Corporation (Refinery) 
National Sugar Refining Co. (Sugar) 
Borden Farm Products Co. (Milk Products ) 
Ohio Leather Company (Leather) 
Pyrene Mfg. Co. (Fire Extinguishers ) 
Ohio Lamp Works (Light Bulbs ) 
Taylor-Winfield Company (Welders) 
Joseph Finch Company (Whiskey) 
Republic Steel Corporation (Alloy Steels) 
American Sheet & Tin Plate Co. (Sheets) 
Phoenix Sprinkler Co. (Sprinklers) 

U.S. Navy Yards 

U.S. Army Posts 

U. S. Engineers Corps 

U. S. Veterans Hospitals 

U. S. Lighthouse Bureau 


Our apologies to many fine firms whose 
names are omitted from this abbreviated list 

. which is submitted to prospective buy- 
ers as an INDEX of the class of BEAVER 


Model-A buyers 


users. 


not as a catalog of 
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@ New High-Draulic 


SALESMEN ARE 


— 


te Towne 


Line of Industrial 





ith This 


Now You Can Sell a Powerized Barrel-to-Bearing Lubricating 
System For Any Plant— Regardless of Size— Every Customer 


On Your List Is a ‘‘Hot’’ 


ERE’S the livest, fastest-moving jobber profit proposi- 
H tion that has ever been made available in the industrial 
lubrication field—a complete new line of Alemite Powergun 
Equipment that any plant can afford and can use with 
economy. It’s the kind of line you’ve always wanted to sell, 
because it has the features and the adaptability that will 
“put your foot in the door” of any buyer. And it’s backed 
by the biggest advertising and merchandising campaign 
in Alemite history! 


With the many new and exclusive features of this Alemite 
Powerized Barrel-to-Bearing Lubrication System—new la- 
bor-saving, economy and safety features—your prospect file 
becomes 100% active. You can easily put your old customers 
in the market again and you can open new accounts that 
you couldn’t reach before. Your market is actually doubled. 


If your office hasn't already obtained complete information 
and the new illustrated catalog on this new Alemite Indus- 
trial Equipment Line, have them do so at once—so you can 
begin to cash in immediately. Or still better, send in the 
attached coupon now and mail it today. There’s no 
obligation. 


ALEMITE CORPORATION 
(Division of Stewart-Warner Corp'n.) 


1886 DIVERSEY PARKWAY CHICAGO, ILLINOIS 


Coupler: 


Prospect 


Obtains maximum pressure with- 
out leakage. Eliminates whip-end 
hose. Gives double sealing on fit- 
ting, both inside and out. 





= 


For use where hig 
small volume de 


and regular lubricants. 


@ Model 6422. 


Powergun: 


h-pressure lubrication is necessary but only 
ivery is required. Handles fibrous, viscous 





1-Pound Pneumatic 


Operates on 100 to 200 pounds of air 


pressure. Delivers 3 ounces of lubricant per minute at 125 


pounds of air pressure. 
One-hand operation. 


Develops 33 times air pressure used. 


New-type control valve 













































@ HP-100. 100-Pound High- 


Pressure Pneumatic Powergun: 


Converts any 100-pound lubricant container into 
a powergun. A sturdy, rugged gun designed for 
use where high pressures and large lubricant de- 
livery are required. Ideal for assembly line lubri- 
cation. Air pressure required: 100 to 200 pounds 
Delivers 18 ounces of lubricant per minute at 125 
pounds air pressure. Develops 33 times the air 
pressure available. Comes complete with 7-foot 
20.000-pound-pressure hose, new-type contro! 
valve and adapter. 
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@ HL-100. 100-Pound 
Low-Pressure Pneuma- 


tic Powergun: 

Designed to pump fluid gear lubri- 
cants from original container for rap- 
idly filling gear housings, large bearing 
cavities or wherever a metered amount 
of lubricant is required. Handles all 
grades of gear lubricants at tempera- 
ture at which these lubricants remain 
fluid. Develops approximately twice 
the air pressure used. Operates on air 
pressures from 80 to 250 pounds. 
Equipped with a safety valve which 
releases at 280 pounds pressure, pre- 
venting excess pressures on hose and 
meter. Delivers 5 to 14 pounds of lu- 
bricant per minute at 125 pounds of 
air pressure. Comes complete with 
i'5-foot Super-Alemite hose, volume 
meter and control valve. 
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City 


Complete New ALEMITE 
Equipment 





@ HR-25. Heavy-Duty Pneu- 


matic Powergun: 
A 25-pound capacity unit designed to handle 
extremely fibrous and heavy lubricants. Oper- 
ates on 100 pounds air pressure. Delivers 12 
to 18 ounces of fibrous lubricant at 150 to 200 
pounds air pressures. Develops 32 times air 
ressure used. Complete with 10-foot volume 
igh-pressure hose and new-type control valve. 





ALEMITE CORPORATION ( Division of Stewart-Warner Corp'n.) Dept. D 
1886 Diversey Parkway, Chicago, Illinois 


Name 


Address 


















P os 


@ HR-32. Heavy-Duty Elec- 


tric Powergun: 
A 32-pound capacity unit designed to the same 
use and purpose as HR-25 except powered by 
¥, H.P. electric motor. Delivers 7 ounces ot 
lubricant per minute. Develops 4,500 pounds 
lubricant pressure. Comes complete with 10 
foot volume high-pressure hose and new-type 


control valve. 


@ HL-25. 25-Pound Electric 


Powergun: 

A 25-pound capacity electric unit designed for 
use where high pressures are required and air 
is not available. Powered by a rugged, heavy- 
duty universal motor. Handles viscous, regu- 
lar or gear-type lubricants. Delivers 12 ounces 
of lubricant per minute. Develops 4,500 to 
5,000 pounds pressure. Comes complete with 
12-foot electric cord, 7-foot hose, and new- 
type control valve. 


@ HP-25. 25-Pound Pneu- 
matic Powergun: 


For same use and purpose as HL-25 except 
air-operated. Operates on 80 to 200 pounds 
air pressure. Develops 33 times air pressure 
used. Delivers 10 ounces of lubricant per 
minute at 125 pounds of air pressure. Comes 
complete with 7-foot hose and new-type con- 
trol valve. 


Please send me, free and postpaid, a copy of your new Alemite Industrial Equipment Catalog. 


State 





ARRANGE A DEMONSTRATION 


—of “TOLEDO” Equipment to prospective 
customers. 


The “TOLEDO” Representative has in 
his fully equipped display truck, a 
“TOLEDO” No. 999 14” to 2” Pipe Ma- 
chine and the popular models of hand tools, 
Vises and Reamers. He will be glad to 
demonstrate any of these tools to your trade 
and cooperate in making the sale. 1 ital tlle, 


PIPE MACHINE ON EN- 
CLOSED STEEL STAND 


Missionary work of this type is highly WITH RUBBER TIRED 
. “ a 7 WHEELS. CAPACITY %” 
productive. “TOLEDO” offers this co- TO 2” INCLUSIVE, COM- 


e " ” - PLETE AS ILLUSTRATED 
operation and sales help to its Distributors. $382.50 


F.0O.B. TOLEDO OR YOUR 
STOCK. (SUBJECT TO 
DEALER DISCOUNT.) 


8 “TOLEDO” DEMONSTRA- 
TION TRUCKS EACH 
FULLY EQUIPPED, AND 
MANNED BY A FACTORY 
TRAINED REPRESENTA- 
TIVE, IS AT THE DISPOSAL 
OF “TOLEDO” DISTRIBU- 
TORS. 


“TOLEDO 


SUPERIOR PIPE TOOLS 





THE TOLEDO PIPE THREADING 
MACHINE CoO., TOLEDO, OHIO 


NEW YORK OFFICE AND DISPLAY 
72 LAFAYETTE STREET 


MILL SUPPLIES 
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WHY WORRY? 


T IS all very confusing. “Codes blocked 

recovery,” says the executive secre- 
tary, Durable Goods Industries Commit- 
tee. “Labor has not been given a fair 
shake,” says the American Federation of 
Labor. “The small business man has been 
imposed upon,” according to Clarence 
Darrow before the Senate investigating 
committee. 

That just about takes care of every- 
body, it seems. The Industrial Supplies 
and Machinery Distributors’ Trade has 
been spoken for, if the daily press is to be 
believed, along with all the rest. 

Even the most violent Republicans among 
distributors have lauded the National In- 
dustrial Recovery Act, if not as the salva- 
tion of their businesses, at least as a major 
element in that salvation. 

However, being one of the many rela- 
tively small industries and not being 
represented by an expensive Washington 
lobby, it is a little too much to expect that 
the experiences of the members of this 
industry will be taken into consideration 
when the future of NRA is being decided. 

Something will be done about the bill by 
next June. It may be allowed to die. It 
may, as some Washington observers seem 
to think, be transformed into a strictly 
“labor” bill. It may be allowed to run 
along “as is’ for another year or two. 
One thing is certain, however. The think- 
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ing of this industry, lacking the essential 
power of votes as it does, will not be con- 
sidered when the final decision is made. 

Why, then, hang on the verdict with 
bated breath? Why not accept the gifts 
of the Recovery Act and plan as an 
industry for the future? 

After all, the Recovery Act was helpful 
to industrial distributors principally in 
that it taught them that their competitors 
were not highwaymen waiting to pounce 
at the first opportunity. It encouraged 
members of the industry to sit down and 
thrash out their problems. 

It has not been necessary except in 
rare cases to call on the punitive clauses 
of the code to obtain the relatively high 
standard of fair competition which now 
exists. Why, then, worry about the fate 
of the Recovery Act? 

It was a good crutch, helping all of us to 
learn again how to do business at a profit, 
pay fair wages and still not destroy the 
competitive spirit so necessary to Ameri- 
can business. Measured in terms of its 
costs to this industry, its benefits have 
been many. 

Let the lobbyists harangue the multi- 
tudes, let the members of Congress worry 
about 1936, let them renew the act “as is” 
or let it die, but don’t forget the lessons it 
taught. This industry has learned to walk 
—don’t go back to creeping. 
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MILL SUPPLIES 


With Which Is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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CONVENTION PREVIEW 


@® WHILE a definite program has not been com- 

pleted, informal discussions with those charged 
with its preparation indicate a_ well-balanced 
schedule. A meeting on the program is sched- 
uled for April 1, at which time final decisions will 
be made. 


® AFTER two conventions devoted almost en- 

tirely to the National Recovery Act, it is appro- 
priate that this year’s meeting get right down to 
brass tacks—selling more merchandise at a lower 
operating cost. The men who will visit Pine- 
hurst this year are busy men. The success of the 
meeting will depend entirely on the amount of 
real meat which is contained in the program. 
Every delegate can help to make the convention 
profitable from his own standpoint by contribut- 
ing freely of his ideas and experiences. 


@® PRESENT plans call for executive committee 

meetings on Monday, May 13. In addition, a 
handicap golf tournament is being arranged by 
the following committee: Perley Chase, chair- 
man, Chase, Parker and Company; F. W. Glover, 
Textile Mill Supply Company, and H. P. Ladds, 
Lamson and Sessions Company. 


® THE convention proper is scheduled to start on 

Tuesday with a joint opening session in the 
morning. Present plans call for addresses on 
“The Prospects for Future Cooperation between 
Distributors and Manufacturers” and “Pending 
Political Status of NRA Continuation.” The 
afternoon of this first day will be devoted to sepa- 
rate association meetings. 


® THE Wednesday session will open with the re- 

port of the Joint Merchandising Committee. 
This committee, according to W. E. Cain, execu- 
tive-secretary, will propose the continuation of 
the present budget. It is planned, however, to 
propose a trade paper campaign for the next year 
in place of the meetings with purchasing agents 
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which have featured the work of this group. The 
campaign, according to Mr. Cain, is in the process 
of preparation now and will be presented in full 
at this meeting. The J M C also plans to discuss 
the meetings held this year, constructive dis- 
tributor advertising and aggressive merchandis- 
ing methods. 


® FOLLOWING the J M C meeting, the rest of 

the day will be given over to the Product Group 
meetings, if present plans are confirmed. These 
sessions are being arranged by a committee com- 
posed of Horace Armstrong, H. E. Ruhf and 
Ernest Howell, each representing one of the as- 
sociations. Sixteen meetings have been sched- 
uled, the products being: abrasives and grinding 
wheels, pipe, valves, fittings and steam specialties, 
wrenches, tool holders, chuck dogs and clamps, 
electric tools, chain and chain hoists, saws, files, 
transmission equipment, bolts, nuts and rivets, 
cap and set screws, machinists’ vises and pipe 
tools, small power tools, knives, mechanical rub- © 
ber goods and industrial maintenance. Dis- 
tributor problems in each group have been col- 
lected in advance to insure proper coverage of all 
vital points. 


® THURSDAY morning is tentatively held open 

for separate association meetings, while Thurs- 
day afternoon will see a final joint session. At 
this latter meeting the proceedings of the Prod- 
uct Group meetings will be reported for the bene- 
fit of those who were unable to attend all meet- 
ings. 


@® THE May Convention issue of MILL SUPPLIES 

will tie in with the proposed plans for the meet- 
ing by presenting a clinic on efficient sales and 
operating methods now in use by distributors. 
This issue, which will contain hundreds of brief 
ideas illustrated with photographs and copies of 
various forms, will be of unusual interest not 
only to delegates but to every employee in the in- 
dustry, from truck drivers to presidents. 


PAINT UP! 


Sales talks on paint, brushes, 
paint-spray equipment and 
accessories will interest op- 
long-neglected 
plants this. spring. 
salesman who opens his eyes 
to this fact will find his sales 
steadily mounting. 


erators of 


S winter blends into spring 
and the April showers 
wash away the last vestige of 
snow and ice, the frightful scars 
of long severe weather suddenly 
become more apparent. The 
keen eye of the alert salesman 
is quick to tab these unsightly 
spots. He notes the shabby ap- 
pearance of a water tank atop 
an otherwise  neat-appearing 
building, or a rusting fire-escape 
zig-zagging down the back of a 
factory. He sees the need of 


paint to brighten up some dark, 
gloomy hall or passageway, or 





The 


to make a shop or office environ- 
ment more pleasant and cheer- 
ful for those who work there. 
Paint is an important item in 
maintenance work. It is a pro- 
tector of property and equip- 
ment. A wise executive is not 
much bothered about the cost of 
painting when it is a question 
of saving in the end. Rather is 
he concerned about the high cost 
of not painting. For this reason, 
distributors’ salesmen need have 
no hesitancy about suggesting 
the purchase of paint when and 
where the need is recognized. 


The Eel River bridge, 
Redwood Highway, 
California, after a 
fresh coat of alumi- 
num paint. Neglect of 
public works is the 
poorest kind of econ- 
omy. A few dollars 
spent for paint and 
equipment will result 
in ultimate savings of 
thousands for repairs. 








tanks need 
regular painting to 
avoid expensive re- 
pairs due to corrosion. 
This gas holder of the 
Public Service Com- 
pany of Colorado has 
just been painted with 
aluminum paint. 


Exposed 


Many times the burden of recog- 
nizing this need is upon the 
shoulders of the salesmen. Or, 
to put it differently, very often 
the securing of an order for 
paint is contingent upon the 
ability of the salesman to see 
where paint is needed. 

A searching glance at some of 
the roof structures—such as 
water tanks, ventilating stacks, 
smoke stacks, dust collector hop- 
pers, signs, exhaust pipes, sky 
lights, cooling towers and spray 
ponds—will reveal many sur- 
faces that are actually crying 
for a coat of paint. In man; 
cases these structures can be 
seen from the street, and if the 
need of paint is evident, it is 
generally a safe guess that the 
roof itself needs some attention. 

In many plants, particularly 
the larger ones, tanks are lo- 
cated at various points in the 
plant grounds, mounted on 
structural steel uprights. Here 
both tank and iron supports 
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Well-painted power 
plants and factory in- 
teriors breed cleanli- 
ness and careful work- 
manship. increased ef- 
ficiency resulting from 
a fresh paint job will 
more than pay the cost. 


need frequent painting since 
they are exposed continually to 
the ravages of changing weather 


and the actinic rays of the sun. . 


Derricks, traveling cranes, clam- 
shell buckets, metal wheelbar- 
rows, and other kinds of materi- 
als handling equipment common- 
ly used outside the building and 
in and around the plant yard, are 
continually exposed to weather 
and therefore need occasional 
coats of paint, as do fire appara- 
tus stations, out buildings, coal 
handling equipment and other 
structures in the yards of large 
industrial plants. 

The exteriors of plant build- 
ings, particularly those of wood 
or sheet iron, must be kept in 
well painted condition. It is a 
question of protection against 
rust, decay and disintegration, 
as well as one of a pleasing and 
inviting appearance. At the 
same time, as personal appear- 
ance marks the man, so neat 
plant buildings and yard mark 


Roof structures, just 
emerging from their 
snow jackets, present a 
weather-beaten ap- 
pearance which gives 
due warning of main- 
tenance bills ahead if 
painting is neglected. 
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the plant and have a sure-fire 
advertising value. 

Fire escapes and pipe lines 
should be given special atten- 
tion, since the constant gnawing 
of rust may soon eat into the 
unprotected surfaces to such an 
extent as to make the structure 
incapable of meeting the ap- 
proval of a fire inspector. 

The places where paint may 
be needed within the plant 
buildings are almost legion. 
Aside from the customary walls, 
ceilings, floors, and trim, there 
can be listed stairways, lockers, 
radiators, furniture, machinery, 
boiled and engine-room equip- 


ment and elevators. Here is 
maintenance that pays divi- 
dends in satisfied employees. 


Well-painted and attractive sur- 
roundings play a vital part in 
working conditions. Any worker 
will prove more efficient in a 
light, cheery environment. Give 
him bright, clean machinery and 
he will strive to keep it clean. 
Newly-painted boiler and 
stoker units add to the appear- 
ance of a firing aisle as well as 
to the life of the units. Some 
engineers have found it helpful 
to have each pipe line painted a 
different color for identification 
—for instance, the steam line 
may be painted red; the incom- 
ing water, blue; and the return, 
black. This plan greatly facil- 
itates matters when repairs are 
necessary. 
In line with this plan is the 






custom in some plants to paint 
aisle markings between machine 
lanes, as well as indicating zones 
on the shipping department floor 
or upon the trucking dock, the 
latter to eliminate congestion in 
the trucking concourse and fa- 
cilitate speedy handling of ship- 
ments. 

The various pieces of plant 
equipment which require paint- 
ing depend, of course, on the 
nature and set-up of the plant. 
In the food products industries, 
such as. bakeries, canneries, 
dairies and similar institutions, 
well-painted conveyors, motors, 
compressors, coolers, racks, ta- 
bles and other equipment serve 
to emphasize cleanliness. This 
is also true of well-painted vats 
and storage tanks in breweries, 
distilleries and wineries. 

Transportation companies, op- 
erating street cars, buses, and 
motor trucks, are faced with the 
problem of maintaining their 
rolling equipment in good condi- 
tion and sightly in appearance. 
Paint combats the damaging ef- 
fects of road dust and weather. 
In the larger organizations, this 
painting is done.in the com- 
pany’s own shops. 

Municipalities must not be 
lost sight of as prospects for 
various kinds of paint. In the 
big city, suburb, small town, or 
rural hamlet, paint is essential 
for the protection of property— 
power plants, water works, 
bridges, lamp posts, fire hy- 


drants, water tanks or towers. 
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Every Drilling Machine Owner 
Is A Prospect 


HEY used to call it a drill- 
press, but it’s “drilling ma- 
chine” or “driller” now, perhaps 
to show its versatility. One of 
the commonest of machine tools, 
the drilling machine is basically 
only a C-shaped frame with a 
spindle extending down from 
the top arm to hold and drive 
the twist drill or reamer. It 
usually has several speeds and 
may have automatic feed. 
Common types of drilling ma- 
chines include post, upright, 
bench, high-speed sensitive, ra- 
dial and gang. With the excep- 
tion of the radial, they all look 
pretty much alike. Most farm- 
ers have a post drill, as well as 
small garages and home me- 
chanics. It is fastened to an up- 
right post and powered by hand. 


A typical modern upright drill 





The upright driller is the 
backbone of every machine shop. 
The head usually has a number 
of feed changes, automatic feed 
and several speeds. The drill- 
press table can be swung out of 
the way to allow big work pieces 
to be set up on the T-slotted ma- 
chine foot. Either motor or belt 
driven, it is back-geared for very 
low speeds. The control head 
often is movable so that it can be 
set to support the spindle. 

The bench driller is smaller, 
with correspondingly small ca- 
pacity, and as its name indi- 
cates, is set up on a bench. It 
carries a chuck which handles 
straight-shank drills (see chart 
on facing page). It is fed by 
hand and has no speed changes 
beyond the three or four avail- 
able by shifting the spindle 
drive belt on its cone. 


FOR THE SPINDLE: 


1. Collet or Sleeve Socket—Filler be- 
tween small taper shank of drill and 
larger spindle socket. 

2. Extension Collet or Fitted Socket 

Same size inside and out; used for 
extending drill. 

3. Long Extension Socket—Gets drill 
into deep recesses or down to work on 
machine foot. 

4. Drift or Center Key—Driven into 
slot in collet to dislodge driH, chuck, 
reamer. 

5. Automatic Drift—Incorporates spring 
loading so drives itself, allowing operator 
one hand free to catch drill or chuck. 

6. Combination Center Drill—Stiff 
enough to drill small hole accurately for 
centering larger drills, or for drilling and 
countersinking holes in same operation. 

7. Twist Drill—2-flute standard type, 
either carbon (slow-speeds) or high-speed 
steel (production or hard material). 
Sometimes chromium plated to give wear, 
sometimes oil holes down through for 
cooling and to get coolant to cutting 
edge. Sizes from 4 in. up usually. 

8. Straight - Flute Drill — 2-flute, for 
drilling brass, copper and other soft 
metals. Clears of chips more easily, 
does not grab. 

9. Stranght- Shank Drill—Same_ as 
No. 7, but typical of drills from smallest 
. 4 in. diameter. Held in chuck (No. 
18) 


10. 4-Flute Drill— Also 3-flute type. 
Used for enlarging cored, punched or 
drilled holes. Less chatter, slower wear. 
Sizes 14 to 34 in. usually. 

11. Straight Reamer — For 
holes to exact size in fitting. 

12. Expansion Reamer—Adjusting but- 
ton below expands end to compensate for 
wear or give closer fits. 

13. Taper - Shank Arbor and _ Shell 
Reamer—For reaming holes from 2 to 
4 in. Also holds milling cutters, hones, 
large adjustable reamers, etc. 

14. Self- Aligning Reamer Holder— 
Permits slight misalignment of reamer 
without binding or mis-shaping hole. 

15. Counterbore——Used to face off sur- 
face around drilled hole so nut or washer 
fits flush. 


reaming 


The sensitive driller is a high- 
speed small-capacity production 
machine using one to six small 
drills, usually equipped with a 
coolant pump, and has a non- 
swinging table set on a pillar 
upon which drilling jigs (or 
work holders) are placed. A 
trough around the table catches 
coolant and returns it to a sump 
in the base. It often has no au- 
tomatic feed nor any speed 
changes beyond those obtained 
by shifting a belt on a 3-cone 
pulley. 

The radial, like the upright, is 
a common machine tool. It has 
a substantial base with a heavy. 
pillar at one side, upon which is 
an adjustable arm which in turn 
carries a drilling head which 
may be moved in and out along 
the arm. This machine is used 

(Turn to page 12) 


16. Combination Counterbore -—— 
use but variable in diameter. 

17. Split Collet or Tapping Chuck— 
Similar to No. 1, but interior hole square 
to fit tap head and sides split up so will 
clamp tap. 

18. Chuck and Wrench—For holding 
and driving small drills and center drills 
up to § or § in. diameter. Tightened 
with wrench at left. 

19. Use-Em-Up Socket — Drills driven 
too hard snap off the tang at top of taper. 
They may then have a flat surface ground 
along taper and be driven into this socket 
for use. 

20. Tapping Chuck—Has stop to keep 
tap from going too far and friction clutch 
that slips before tap breaks if jammed. 

21. Tapping Attachment—Drives tap 
and backs it out when spindle is lifted. 
Direct drive or oscillation like hand 
tapping. 

22. High-Speed Drilling Attachment or 
“Speeder”—Drives up to j-in. drills at 
speeds to 3,000 r.p.m.. in normally slow- 
speed drilling machines. 

23. Quick-change Chuck—Takes drills, 
reamers, boring bars, counterbores, end 
mills, taps, ete., permitting rapid change 
without stopping. 

24. Quick-change Chuck Collet — This 
type for drills of various kinds, etc. 

25. Collet for Hand Taps. 

26. Keyseating Miller Attachment 
Mills internal slots or keyseats even in 
blind holes. Rotary cutter completes seat 
in one pass. 

27. Center—Inserted in spindle collet to 
guide tap when hand tapping. 


FOR THE TABLE: 

28. Drilling Vise—Holds small work 
easily; swivel handle. 

29. Equalizing Jaws—Holds tapered or 
odd-shaped pieces in vise 28 

30. Double-Jaw, Heavy-Duty Type — 
Jaw swivels to grip taper or odd-shape 
pieces. Wrench separate. 

31. C-Clamp—One of many types and 
sizes for general clamping. 

32. S-Wrench—One of several possible 
types for clamping § and 7 nuts. 

33. Angle Plate or “Knee”—One of 
many types used to clamp work truly 
vertical. 


Same 
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55 Tools for the Drilling Machine 


34. V-Block with Clamp—For holding 
ylindrical pieces. Some types have no 
clamps, but are used with clamps like 35. 

35. Double-End Clamp—Bolt 36 goes 
through slot, block under one end, work 
under other, then when nut is tightened 
this holds work. 

36. Square-Head Bolts—Fit T-slots in 
table and foot. Hold work. 

37. Eye Bolts—Used with chain hoist 
or bar to lift heavy pieces with drilled 
ind tapped holes. 

38. Parallelea—Work is set up on these 
pieces; they are either cold-rolled steel or 
— accurate work) hardened and ground 
steel, 

_ 39. Brush—For clearing table and ma- 
hine of chips and dirt. 

_ 40. Oil or Coolant Can-—General oiling or 

r kerosene when drilling tough iron, etc 


FOR THE OPERATOR: 
41. Drill Taper Gage-—-Shows proper 


'-deg. (from axis) angle for cutting lip 
id has scale along angle section to 
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measure cutting lip lengths for equality. 

42. Depth Gage—For accurately meas- 
uring depth of blind holes. 

43. Round-Nose Chisel—For “chipping 
over” badly centered starts (groove is 
cut on side of started hole toward which 
drill is to “pull’’). 

44. Diamond - Point Chisel — Alternate 
for above. 

45. Automatic Center Punch-——Spring- 
loaded for one-hand marking of points 
or circumference of layout circles, etc. 

46. Center Punch—For laying out holes. 

47. Layout Ball-Peen Hammer For 
use with chisels and center punch. 

48. Dividers—-For measuring and lay- 
ing out circles. 

49. Scriber—For scratching lines on 
steel or over carpenter’s chalk. Some 
have tungsten-carbide tips for wear. 

50. Inside Calipers—For measuring in- 
ternal diameters of holes. 

51. Outside Calipers For measuring 
external diameters and comparison of fits 
with measurement shown on_ internal 
calipers, 





52. Machinist's Level Usually 6-in 
with horizontal and two vertical bubbles. 
Used in leveling work. 

53. Combination Square 12-in. steel 
scale with three heads, one square, one 
miter, one centering (for finding centers 
of ends of cylindrical pieces). 

54. Steel Scale (Flexible)—6-in. or 9-in. 
by 4-in. wide, for general service. Con- 
venient. 

55. Pocket Slide Calipers Used for 
measuring hole mouths and setting and 
measuring calipers. 


Often, drillpress operators have other 
tools for specialized types of works, such 
as milling cutters, mandrels, micrometer 
calipers, steel tapes, steel wedges, various 
wrenches, adjustable open-end wrenches. 
Machinist's hammers in heavier weights, 
full sets of small drills in a holder or 
stand, hoists, special reamers or facing 
tools, work lights, ete. All use waste or 
baled rags, carpenter’s blue chalk, Prus- 
sian blue or red layout color or chalk 
(chalks and colors for layout work) 


| 




















for very precise work, particu- 
larly on large pieces, and may 
have a column and arm each 6 
or 8 feet long and capable of 
handling drills up to 4 inches in 
diameter. Older types are driven 
from a motor in the column foot, 
newer types often have the head 
driven by a separate motor. 





Multiple-spindle radial- 
drill head 


Practically all operations are 
done by machine, including mov- 
ing the head in and out. 

The gang driller is simply a 
series of high-speed drilling ma- 
chines set side by side. The 
“multiple” driller has a single 
head carrying many spindles. 
This is the type of machine used 
for drilling all the holes in a cyl- 
inder head at one time. Very 
often the machine is designed 
for one specific job, with a head 
driving as many as 75 or 100 
drills each at its correct speed. 
There are also drilling machines 
having as many as three or four 
of these heads, each working 
from a different direction on the 
work-piece in between. These 
are called 2-way, 3-way or 4-way 
drillers, depending upon number 
of heads. 

Drilling machines have much 
more to do than just drill holes. 
They are used for reaming (en- 
larging or smoothing up already 
drilled holes), counterboring, 
countersinking, spot facing, mill- 
ing, threading, tapping, keyseat- 
ing, even lapping. Most of these 
operations are confined to the 
larger machines—the upright 
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and the radial, although this is 
not necessarily true. 

Many of these operations re- 
quire specialized tools similar to 
those illustrated. All larger 
sizes have a large-size Morse 
taper (No. 4, 5 or 6) hole in the 
spindle, while usual sizes of 
drills and reamers have small 
shanks. This brings in the need 
for collets, and the hard-to-get- 
at jobs require extension collets. 
(Most drills below about 14 inch 
have straight instead of tapered 
shanks, requiring the use of a 
chuck to grip them). At the end 
of the taper shank is a flattened 
“tang” which fits into a slot and 
is thus driven without danger of 
slipping. But excessive feeds 
will snap this tang off, making 
the drill useless unless “Use- 
Em-Up” collets are available. 
These have one flat side on the 





3-ft. 


radial 
with low-hung drive to spindle 


drilling machine 


internal taper, so that the drill 
shank may be ground flat on one 
side and inserted. 

So it goes. The amazing ver- 
satility of the drilling machine 
has made it essential that the 
owner of machines of this type 
have a number of accessories of 
all sorts, and that’s where the 
distributor comes in. Some 55 
types of things are illustrated 
here; stop to think that in drills 
alone there are over a hundred 
sizes and you'll get some idea 
of the possibilities for sales. 

A twist drill does more work 
for its weight than any other 
tool, yet its flutes are cut away 
to clear chips and its “bite” into 
the metal tends to untwist it. A 
one-inch drill fed at 0.014 inch 
per revolution is forced into the 
metal at a pressure just under 
a ton; if the drill is dull or im- 





properly ground, this pressure 
may be increased to 2% tons. 
To support this strain, the web 
or center which joins the two 
cutting edges is thickened grad- 
ually toward the shank, and to 
clear the hole better, the mar- 
gins (or slightly raised surfaces 
along the outside of the spiral) 
are tapered slightly toward the 
shank. The margin guides the 
drill in the hole, and if this is 
burnt or worn off by too high 
speeds, the drill rides on the 
“lands” (relieved portions back 
of the margins) and drills a 
smaller hole that is not straight. 
Actually, however, few drills cut 
a hole exactly to size (that’s 
why you can sell reamers). All 
kinds of things influence hole 
diameter, but the most potent 
factor is drill grinding. If the 
two cutting lips are not exactly 
the same length or same angle, 
the drill will drill a hole larger 
than itself. (In fiber, even a 
correctly ground drill cuts a hole 
smaller than itself because the 
material seems to close in about 
the drill.) Furthermore, one lip 
will do most of the work. 

This matter of drill grinding 
is more important than most 
shopmen realize, and it is im- 
portant that you understand the 
principles, otherwise you will be 
unable to meet claims by cus- 
tomers that drills are no good, 
when it is really bad grinding 
that is to blame. Of course, the 
best thing for a shop is an auto- 
matic drill grinder, but many of 
your customers won’t want to 
make that large an investment. 
Therefore, you'll have to equip 
them with drill gages and some 
idea of proper angles and clear- 
ances. The angle of the lip 
should be 59 degrees from the 
axis of the drill or 118 degrees 
included angle (average only, for 
fiber 60 degrees, Bakelite or hard 
rubber 45 degrees, copper 50 
degrees, heat-treated steel 63 
degrees, manganese steel 75 de- 
grees from axis) and the clear- 
ance back of the lip should be 
6 to 9 degrees for drilling steel 
and 12 to 15 degrees for soft 
materials. 

Naturally, as the drill is used 
up, the web gets thicker, so it is 
essential that the user thin this 
to ap- (Continued on page 68) 


MILL SUPPLIES 

























TEN QUESTIONS ON 
PRODUCTS YOU SELL 


Simple, but easily forgotten, sales pointers and 
applications brought out by questions. Answer 
them to the best of your ability, then turn to 
page 66 and check your manufacturer’s catalog. 


1. In making sure that your 
customer gets maximum service 
from the wire rope you sell him, 
why is it important to be sure 
that the socket be put on abso- 
lutely straight? 

2. Is the steel used in the 
manufacture of files the same as 
that used for other tools? 

3. What information is neces- 
sary in ordering special milling 
cutters? 

4. How should globe and angle 
valves be installed on boiler feed 
service? 

5. In transmitting power, 
when may a cast tooth gear be 
recommended ? 

6. For what purpose is a 
swivel jaw vise provided ? 

7. Why should gage cocks 
(try cocks) be tried each day 
instead of relying solely upon 
the gage glass to see if water 
levels are correct? 

8. In servicing an account on 
blades for a hack saw machine, 
it is found that the saws do not 
cut straight, running in or out 
at an angle. Where would you 
look for the trouble? 

9. In figuring a rubber con- 
veyor belt installation for han- 
dling dry sand, what should be 
the maximum angle of incline? 

10. What is the velocity (in 
feet per minute) of a transmis- 
sion belt operating over a 34-inch 
diameter pulley running at 420 
revolutions per minute? 















A good vise is an accurately 


made tool. Caution your cus- 
tomers to keep it in condition 
by oiling the screw regularly. 

a * 






The use of pipe extensions on 
vise handles is unnecessary and 
will shorten the tool’s life. 
Once a sale is made, it is well 
to caution the buyer about this. 


TIPS ON 
SELLING VISES 


Thousands of the vises now in use 


are worn out. 


Replacements will 


be sold by those who point out the 
inefficiency and danger in these old 
tools. Once sold, buyers should be 
instructed in proper care to obtain 
maximum service. 


OT only is the bench vise one 

of the oldest tools known 
but itis perhaps the most abused 
tool used by industry. For many 
years, vises were considered by 
a great many plants as just two 
pieces of iron put together to 
hold work. They purchased this 
iron with little thought of the 
type of work to be done or the 
amount of strain to be imposed. 
It is unfortunate, but true, that 
there are hundreds, perhaps 
thousands, who still have this 
viewpoint. 

Vises, generally speaking, are 
distributed through industrial 
distributors. Nearly every dis- 
tributor’s salesman on the street 
today has a vise to offer but the 
fellow who gets the business is 
the one who understands his 
product, knows what it will do 
and can explain its value if giv- 
en proper care. 

It has been said that there are 
more worn out vises in use today 
than any other type of indus- 
trial equipment. Regardless of 
how old they may be, or how 


badly worn the jaws, they are 
looked on as still serviceable. 

The first task of the salesman 
in selling vises is to point out to 
users the false economy in the 
retention of this worn-out equip- 
ment. A worn vise costs its 
owner money both in lost time 
and in expense resulting from 
injury. 

The market for vises is wide. 
Nearly every type of plant is 
equipped with two or three, if 
only for repair work. Machine 
shops, metal-working plants, 
automotive plants, service sta- 
tions and car-building plants buy 
them in quite large quantities. 
Naturally, due to the wide ac- 


Hammering or cutting metal on 
the vise slide is a waste of 
money. Anvils and pounding 
blocks are much cheaper and 
will not be ruined by this. 


Machinists’ vises were never 
designed to be pipe-benders. 
It doesn’t pay to abuse them. 
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VISE DON’TS FOR 
YOUR CUSTOMERS 


Don’t buy vises of too 
small a size. 


Don’t neglect oiling the 
vise screw at regular 
intervals. 


Don’t put pipe exten- 
sions on the handle for 
leverage. 


Don’t hammer or cut 
metal on the top of the 
sliding jaw. If pound- 
ing must be done on a 
vise, purchase one with 
an anvil attachment. 


Don’t use a vise to bend 
pipe or bars. 











ceptance of this tool, the avail- 
able business is largely of a re- 
placement nature. Therefore, 
the business goes to the sales- 
man who points out the need for 
replacing. Following are some 
suggestions to follow in gather- 
ing material for your argument: 

1. Inspect the condition of the 
vise jaws. If jaws are worn 
smooth or are cracked off on 
the edges or ends, they are not 
capable of properly holding 
work. Many cases of injury 
have been caused and much com- 
pensation paid because work, 
held in faulty vise jaws, has 
slipped out. 

2. Try operating the screw to 
see if the vise opens freely and 
easily. Worn screws will not 
permit proper tightening of the 
jaws to prevent slippage. 

3. Check to be sure that the 
proper vise is being used for 
each job. Satisfactory service 
can only be secured when a vise 
of the proper style and size is 
provided. 

Too much stress can not be 
put on the importance of rec- 
ommending the right vise for 
the job. Repeat business will 
result only if the tools recom- 
mended have been found to give 
good service. 

First, ascertain whether a sta- 
tionary base or a swivel base is 
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needed. In many cases the for- 
mer will answer the purpose, 
but in tool rooms and machine 
shops where close work is being 
done, it is a decided advantage 
to be able to swivel the base to 
gain needed elbow-room or to se- 
cure better light. Speaking of 
bases, it is well to see that every 
vise sold is securely bolted to 
the bench with three bolts, not 
lag screws. 

As to size, the important 
thing is to be sure that your 
customer is sold a vise large 
enough to handle the work to 
be done. Light work can al- 
ways be put in a heavy vise 
without trouble, but the reverse 
is by no means true. The price 
angle involved by the above 
sales point is insignificant. For 


instance, a three-inch stationary 
base lists at about $10.00 and 
weighs about 23 or 24 pounds, 
while the four-inch jaw model 
lists at only $12.75 and weighs 
about 47 pounds. Moreover, in 
nine cases out of ten, the latter 
will be much the better vise for 
the job. 

In many tool rooms, vises 
with top swivel back jaws come 
in handy. These allow tapered 
or odd-shaped pieces of work to 
be properly held. 

Pipe shops, either units or de- 
partments of larger plants, offer 
a market for pipe vises and com- 
bination pipe vises. ‘The latter 
usually will take pipe from two 
to six inches in size and, as they 
customarily receive hard usage, 
are often replaced. 


What The Well Equipped 
Pipe Fitter Is Using 


N every plant on which you 

call some pipe will be found 
and wherever there is pipe, pipe 
fitters will be found. 

A recent study revealed an 
amazing variety of tools and 
equipment used by the well 
equipped pipe fitter. A partial 
list follows: 

Annealed chain, chain hoist, 
rope for slings, pipe dies for 
threading machines, hand stock 
and dies for sizes up to three- 
inch, goggles (when chipping is 


required), socket wrench set, 
various’ sizes of open-end 
wrenches plus an adjustable 


open-end wrench, an oxy-acety- 
lene cutting and welding outfit 
(perhaps several, with a variety 
of tips and torches) plus the 
fluxes and rods that go with it, 
chain or “all-around” wrenches 
for large-diameter pipe, brick- 
cutting, cape, diamond-point, 
round-nose, cold and wood chis- 
els, 44 by 12-inch and 34 by 24- 
inch star drills, set of twist drills 
and auger bits to 1l-inch expan- 
sion bit with feeler bit and brace 
(ratchet type), screwdriver, 
level, blumb-bob, snips, set of 
hex wrenches for radiator rods, 
stock and dies %%-1 inch, 1-2 inch 


and for bolts, pipe taps, cutters 
for *%-1 inch and 1-2 inch pipe, 
reamer, vise, a good workbench, 
oiler, flat and half-round files, 
hacksaw and blades, handsaw, 
compass saw, pliers, radiator 
spud wrench, radiator bar set, 
10-inch, two 14-inch, two 18- 
inch, two 24-inch pipe wrenches, 
10-, 14-, and 18-inch monkey 
wrenches, claw-, 114 pound ball- 
peen, 2'%% pound hammers, 
sledge, 30-inch wrecking bar, 


steel tape, 6-foot rule, combina- 
tion 'y-inch tap and drill, blow- 
torch. 











HOW ABOUT DIESEL 
v2 ENGINE SUPPLIES? 


E. J. TANGERMAN 
Technical Editor 


OU’VE heard about the die- 

sel engine in the newspapers 
lately, a prime mover that drives 
a train across the continent with 
less than a hundred dollars’ 
worth of fuel, that drives a 
truck a thousand miles for a few 
dollars, or that is advocated as 
the means of lowering your lo- 
cal light rates. Folks say it’s 
as easy to operate as a gasoline 
engine and that it will burn al- 
most any kind of fuel oil at 
highest efficiency. If this is true, 
it is worthwhile looking at to see 
what supplies are needed to op- 
erate a diesel plant. 

Let’s start out by explaining 
what a diesel engine is and how 
it differs from the engine in 
your car. Your auto engine has 
spark plugs; a diesel doesn’t. 
Your engine takes in.a mixture 
of air and gasoline vapor care- 
fully premixed by your carbu- 
retor; a diesel takes in air alone, 
then shoots fuel oil into it later. 
Your auto engine compresses 
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the gas-air mixture to about 
150 pounds pressure; the diesel 
boosts compression pressure to 
550 pounds or so. 

Here’s what happens inside 
the diesel cylinder: The engine 
takes in a gulp of air and com- 
presses it tremendously, which 
of course raises its temperature 
to around 750 degrees F. (An 
ordinary bicycle pump will give 
you an example of the heat cre- 
ated when air is compressed— 
pump it rapidly for a few strokes 
against a full tire, then try to 
hold the barrel.) When the air 
has been compressed enough so 
that its temperature is well 
above that required to cause 
spontaneous combustion of any 
fuel oil put into it, a spray valve 
opens and sprays in a small 
quantity of fuel oil under very 
high pressure. The pressure 
makes it mix with the air in the 
cylinder and the heat of the cyl- 
inder air ignites the oil. From 
then on the process is pretty 


The municipal diesel 
plant at Vernon, Cali- 
fornia, America’s largest. 
It is equipped with five 
7000-horsepower diesels. 


much like that in your automo- 
bile engine until the engine is 
ready for its next gulp of air. 

Now without going into tech- 
nical reasons, the diesel process 
of combustion is more efficient 
than any other—that is to say, 
the engine gets more actual 
work out of each pound of fuel 
than would any other kind of 
prime mover. It will convert 
about a third or more of the 
heat in the fuel into useful work 
—about twice as much as will 
the usual steam or gasoline 
engine. 

Naturally, with fuel cost low 
to begin with (only about a 
third the cost of gasoline, and 
no tax so far), coupled with 
much higher efficiency and rug- 
gedness, diesels are very attrac- 
tive to the small power plant, be 
it in a factory, shop, mill, ice 
plant, boat, truck, train or even 
large store. And it will continue 
to go in, particularly in small 
power plants of less than 2,000 
or 3,000 horse-power. (Engines 
have been built all the way from 
5 to 22,500 herse-power.) You 
probably will find several in 
your territory, and they’re talk- 
ing of more—for diesels are be- 
ing installed at the rate of 750,- 
000 horse-power a year even in 
these depression days. 

A diesel needs quite a few sup- 
plies, materials and tools—and 
that’s where you come in. You 
can’t expect to sell them fuel or 
lubricating oil under normal cir- 
cumstances, but look at this list 
of other things: 





Stores: 


Kerosene and gasoline (for 
cleaning) ; red lead and litharge 
(pipe joints) ; paint, lacquer, lin- 
seed oil, turpentine; Prussian 
blue; cement; packing for spray 
valves, cylinder heads, fuel 
valves and pipe lines; braided 
flax water packing; sheet fiber, 
leather and rubber; cotton wick- 
ing; asbestos rope; wool wicking 
for oil (Continued on page 94) 
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MICHIGAN DISTRIBUTORS 
AWAIT SALES TAX VERDICT 


Boyer-Campbell fight for relief is of 
interest to distributors throughout the 
country. A. R. Smith, vice-president, 


explains his company’s stand. 


ICHIGAN distributors are 
anxiously awaiting the 
decision of the State Supreme 
Court in the suit of The Boyer- 
Campbell Company, Detroit (and 
about thirty interveners), ver- 
sus the State Board of Tax Ad- 
ministration to exempt com- 
panies in the industrial supply 
business from three percent tax 
on sales insofar as transactions 
other than “over the counter” or 
retail sales are concerned. 

In April, 1934, Judge Guy A. 
Miller, of the Wayne County Cir- 
cuit Court, rendered an opinion 
in favor of the Boyer-Campbell 
Company and its associates, and 
the State Board of Tax Admin- 
istration immediately appealed 
it to the Supreme Court, where 
in the words of A. R. Smith, 
vice-president of The Boyer- 
Campbell Company, the matter 
is now “in the lap of the gods.” 

The Michigan State Sales Tax 
Act No. 167 of Public Acts of 
1933, provides a three percent 
sales tax on all retail sales. The 
State’s definition of a sale at re- 
tail is as follows: “Any trans- 
action by which is transferred 
for consideration the ownership 
of tangible personal property 
where such transfer is made in 
the ordinary course of the trans- 
feror’s business, and is made to 
the transferee for consumption 
or use or for any other purpose 
than for resale in the form of 
tangible personal property.” 

“From the foregoing defini- 
tion, it will be readily under- 
stood that quantity or volume 
does not change the situation at 
all,” states Mr. Smith. “Even 
if so large a thing as a train-load 
of coal is sold within the state of 
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A. R. SMITH 


Michigan direct for consumption 
or use in Michigan, it is subject 
to a three percent sales tax, as, 
according to the definition, it is 
regarded as a retail sale.” 

Distributors and others ad- 
versely affected secured a hear- 
ing in Lansing, the state capital, 
in July, 1933, at which time 
Thomas Ward, assistant attor- 
ney general, assigned to the 
State Board of Tax Administra- 
tion, gave them to understand 
that if a resolution were adopted 
by the legislaturé expressing its 
intention, they would undoubt- 
edly receive relief. 

On July 18, 1933, the legisla- 
ture adopted House Concurrent 
Resolution No. 99, which reads 
in part as follows: “Re- 
solved, that the legislative in- 
tent in passing Act No. 167, 
Public Acts of 1933, was to ex- 
clude from the provisions of the 
Act any sale of anything used 
exclusively in the manufactur- 
ing, assembling, producing, pre- 
paring, or wrapping, crating, 


and/or otherwise preparing for 
delivery any tangible personal 
property to be sold.” 

While this resolution did not 
have the force and effect of law, 
and did not amend the original 
Sales Tax Act, it was, neverthe- 
less, an expression of the inten- 
tion of the legislature to the 
Board of Tax Administration. 
Attorney-General O’Brien ruled, 
however, that the resolution was 
not an amendment, and relief 
was denied. 

Following Mr. O’Brien’s rul- 
ing, The Boyer-Campbell Com- 
pany started suit against the 
State Board of Tax Administra- 
tion, and was joined in its action 
by perhaps thirty interveners 
throughout the state, these in- 
terveners sharing in the expense 
of the litigation. 

Then came Judge Miller’s 
opinion and the appeal of the 
case by the State Board to the 
Supreme Court of the State. A 
decision from the latter body is 
expected in April. Meanwhile, a 
bill has been introduced by Sen- 
ator Felix H. Flynn, amending 
the Sales Tax Act, which reads 
substantially the same as Reso- 
lution No. 99. 

“We have been paying three 
percent tax on retail sales as we 
know them, i.e., ‘over the coun- 
ter sales,’”” Mr. Smith states in 
explaining his company’s method 
of handling the situation under 
present conditions. ‘We do not 
solicit retail trade here, but a 
certain amount of transient busi- 
ness is always forthcoming. 
These kind of sales are regarded 
as retail transactions, upon 
which we charge the purchasers 
a three (Continued on page 91) 
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A DETROIT DISTRIBUTOR 
ADVERTISES HIS SERVICE 


The sales efforts of J. N. Fauver Com- 
pany, Incorporated, are confined to a 
limited number of related lines. The 
sound methods explained here will 
prove of value to all distributors, how- 
ever, for they can be expanded at will. 


HE advertising problem of 

the industrial distributor is 
simply an extension of the manu- 
facturer’s advertising problem. 
Because advertising is a form 
of salesmanship. 

Just as less resistance will be 
encountered in the sale of a well 
advertised product than in the 
case of an unknown product, so 
will the salesmen of a well ad- 
vertised distributor make more 
effective calls, get better inter- 
views, oftener, with more impor- 
tant buyers, than the salesmen 
representing a house of un- 
known standing. 

Many an industrial distribu- 
tor shirks his advertising prob- 
lem because he doesn’t know 
how to go about solving it. It’s 
an easy thing to postpone and 
procrastination defeats a lot of 
fine intentions. The result is 
that the distributor finds it eas- 
ier to rely upon the manufac- 
turers’ national advertising, 
keep a few imprinted folders on 
the front desk and stuff a few 
dodgers in the envelope when 
he mails his monthly statements. 
He apparently uses the latter 
method on the assumption that 
office boys and bookkeepers spe- 
cify and buy industrial equip- 
ment and supplies. 

Our business consists in the 
distribution of a large number 
of related specialties. We rep- 
resent Alemite, Trabon (lubri- 
cating systems), Parker (indus- 


18 


By 


J. N. FAUVER 


President, J. N. Fauver Company, Inc., 
Detroit, Michigan 





trial plumbing), Norgren (pneu- 
matic products), Bosch (forced 
feed lubrication), Cuno (filters) 
and handle a number of other 
makes of filters, grease fittings, 
hose, oil pumps, metal tubing, 
valves, and similar items. 

Thus it will be seen that we 
are specialists. By confining 
our efforts to a limited number 
of allied products we achieve two 
important objectives. For one 
thing our activities are not scat- 
tered—attention is concentrated 
on a group of related items— 
and that has enabled us to build 
up a fund of special experience 


which enables us to serve our 
trade better. Selling costs are 
reduced because in any given 
plant generally the same indivi- 
dual has specifying power on all 
the items in which we are in- 
terested. Secondly, the daily in- 
creasing experience just men- 
tioned makes us more valuable 
to our suppliers—we represent 
them better, require less help 
from the manufacturer in clos- 
ing difficult sales. 

A complete stock of equip- 
ment and fittings is maintained. 
We have a crew of experienced 
mechanics to take care of instal- 
lation where the customer wants 
that service. 

So instead of selling a cus- 
tomer a bill of fittings, we try 
to sell him an economical solu- 
tion of his particular problem. 
We have a definite service to of- 
fer to our trade and that’s some- 
thing our manufacturer connec- 
tions cannot advertise for us. 
That’s something we have to 
sell ourselves. 

In preparing for a logical, 
though modest, effort to adver- 
tise our business, we assembled 
our logical prospects in a card file. 
We used the names of individual 
specifying and buying officials 
so far as possible. Sometimes 
one company would have two or 
three or more cards, each with 
the name of a different indi- 
vidual on it. This file was 
checked carefully with ledger 
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accounts and with salesmen’s re- 

ports. Every effort was made to 

get the list complete and rid it 

of all deadwood. The finest ad- 
vertising literature in the world 

| fails to sell goods when it’s sent 
to the wrong people. 
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Then we employed advertising +3 Pee SO.INC- eee ? 
counsel. We talked our problem INC. ad 
over with the principals of a “AUVER COL: “ee 
small service agency, made a IN, BS BNOINEERS hae i 
: contract with them and made mate aa are 

available an appropriation of =n 
$1,000.00, which included the — a *s 
agency fee. It also included a scan — preerieniae “e 
contingency item of $188.00 — sen seeing a gre Bie 
which was never used. With ee een gern om 
their help we laid out a program eT piles 
of six mailings, averaging about <0 ee einants, inti eaa 
800 names each. Any one mail- er pean a cat Oe 
ing would not necessarily go to ey wn se gO Sars 8, 
all our prospects but only to Wu's tense ocr ey oe 
those individuals and companies SOM 
that were possible buyers of the senna 8 a ee 

ur particular things advertised. wart ay eet, ahent een ane 

re Our first mailing consisted of se oun 

oe a 4-page illustrated letter, 

> | printed in two colors, with a 

all large half-tone of a production 

- machine featuring the center 

im- 7 spread. Blue arrows led to va- 

rd rious of our lines that were in- 

. : stalled on that machine—pres- 

n 


sure grease fittings, oil cups, 
‘Ip rubber hose assemblies, hydrau- 
lic piping, oil filters and so on. 
The front page contained a fac- 











4 simile typewritten letter. The 
» 
a. back page was blank. The fold- 
: er was mailed first class in a eee 
al- mee lve o e six pieces in 
long envelope. A reply card was the campaign. Note the 
enclosed to encourage inquiries. finished appearance and 
In ten days this folder was direct appeal of each. 
1S- feliewe! bs t d ‘led Not only have specific 
na olowed by a postcard, mallec products been pointed 
ry to the same list, reminding the out but the distribu- 
ju- prospects of the services and tor’s service has been 
m ; 7 stressed. 
f products advertised in the fold- 
) - 
1e- fn nye bp 2 
PC- a : 
Is. 
to 14 1 —. wena 
SCHEDULE OF DIRECT MAIL COSTS 
al (Labor of list compilation, folding, addressing and mailing 
’ the pieces, was absorbed in our regular office routine.) 
ere Mailing No. 1 4-pg. letter (900) Printing. . $84.98 er. This was printed, in two 
ied Engravings 39.97 . . 
| Postage 27.00 colors, regulation postcard size, 
le. Mailing No. 2. Printed mailing card (900). : 5.75 i} ¢ > 3 affi 
an ee? ee W ith a 1-c¢ nt stamp affixed. 
: Postage 9.00 The third mailing went to 
als Mailing No.3 4-pg. letter (700) Including art work (Extra copies, as letterheads, 300) 134.14 . . 
Reply cards enclosed. ; 550 prospective buyers of lubrica- 
1e8 Postage 21.00 . . . P Saas , 
je eeitites tha + Whemneneeens Cue. arp tion equipment and fittings. It, 
Postage 7.00 too, was a 4-page illustrated let- 
- Mailing No. 5 ha Includes art work ( Extra copies, as letterheads, 300) a ter, in black and yellow. On the 
al- Mailing No. 6 Printed postcard (700) 5.25 first page was a sales letter. In- 
as Postage 7.00 P “ug 
_—— 200.00 side, the story of the “five 
re savaq ' . 
$704.46 thieves of (Continued on page 93) 
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Selling the Industrial Buyer 
OSBORN UPRIGHT BASS BROOMS 


One of a series of informative articles to help 
“brush conscious” salesmen in the further de- 
velopment of the industrial brush market. 


(Article Number 6) 


SALESMAN without facts is a 

salesman without hope of making 
much headway under today’s conditions. 
Buyers seek reasons .. . not “glittering 
generalities” ... about products sub- 
mitted to them for consideration. 


Osborn long since 
recognized that 
FACTS MAKE 
SALES. The Os- 
born Brush-Selling 
Plan is built on that 
conviction. 


‘“Brush-Conscious”’ 
Salesmen_ are 
equipped with help- 
ful information .. . 


FACTS... about : 
Osborn. Brushes. rly 

They are prepared 

to answer ...not evade... questions 


asked by today’s “hard-headed”’ buyers. 


For example, consider Osborn Upright 
Bass Brooms. To say that they have 
quality and endurance is to state facts 
but not enough facts for the industrial 
buyer. 


Therefore, ‘Brush-Conscious”  Sales- 
men are ready to explain the advantages 
to the user that result from the quality 
and endurance of Osborn Upright Bass 


Brooms. 
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“Brush-conscious” 


salesmen constantly 
cultivate the mass market which exists 
for industrial brooms . 
where to look for the big orders... 
and how to sell them with convincing 


These straight, hard facts lift Osborn 
Brushes out of the “peddle and price” 
class and go far to convince intelligent 
buyers that it is to their advantage to 
standardize wherever possible, on 
Osborn Brushes. 


On the opposite 
page is a digest of 
sales-facts and buy- 
ing reasons used by 
“Brush -Conscious” 
Salesmen in selling 
Osborn Upright 
Bass Brooms. 


This information is 
typical of the sales 
material made read- 
ily available to sales- 
men by the Osborn- 
Brush Selling Plan. 
With specific “sales-ammunition” of this 
character, they can handle practically 
any brush inquiry, in any kind of in- 
dustry, in a manner which builds good 
will and better brush business. 


. they know 


THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue 


CLEVELAND, OHIO 


Sales Offices: 


New York, Detroit. Chicago, San Francisco 
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Cut-away view, handle is double riveted 
OSBORN Bass Broom, to the cap. 


showing wedge-like for- ; 
Only selected genuine 
mation of Cup. This ma 
P Bass Fibre is used, care- 
fully blended for flexi- 


bility and long wear. 


Cup, filled with bonding 
cement and riveted in 


six places, locks fibres Flare and trim are cor- 





in vise-like grip. The rect for wide sweep and 


straight-grained, clean work. OSBORN est weight without sacrifice of strength 
smooth-finished, maple construction gives light- or sweeping efficiency. 


BASS BROOMS 


FINE MEDIUM 


No. 1821 Osborn Upright Bass 
Broom 


COARSE 


No. 1820 Osborn Upright No. 1819 Oshorn Upright 
Bass Broom Bass Broom 

















For light and clean For 
sweeping where the 
sweepings are of light 
weight substances. Also 
for workers to whom ‘ 
a heavier type would sweepings and sweep 
be tiresome. clean in both wet and dry 


general industrial For snow and track sweep- 
ing and conditions 
of hardest usage. 
An ideal scrub- 
bing broom for 
vat and dairy 
cleaning. Fur- 
nished with or 
without chisel 
end. 


sweeping requiring a 
broom with the ability to 













push comparatively heavy 


conditions. 
Where Used 
Where l ‘sed 

No. 1821 is ideal for 

cotton, silk, rayon, No, 1820 is most popular 
woolen, and other tex- for general industrial 
tile mills; also for such 
industrial and _ insti- 
tutional sweeping as 
factories, railway sta- , 
tions, cars, boats, pub- boiler rooms, concrete 
lic buildings, offices, 
sidewalks and _base- 


Where Used 


No. 1819 is in de- 
mand by steam 
and electric rail- 
roads and indus 
trial plants with 
inside or outside 


sweeping such as: auto- 
mobile factories, packing 
plants, dairies, basements, 


yards, warehouses, ship- 
ping and receiving plat- 





ments, 
Specifications 


No. 1821. Bass Fibre, 
Trim 934 in.; Flare 
13 in.; Handle 1 in. 
Diameter, 42 in. long. 
Length over all 55" in. 


Fibre sewed 
with two rows 
of cable - laid 
twine easily re- 
moved when the 
broom wears 
down, increas- 
ing length of 
service. 







forms, gasoline stations, 
oil pits, ete. 








Spec ifications 


No. 1820. Bass Fibre. 
I'rim 10% in.; Flare 14 
in.; Handle 1 in. Diameter, 
42 in. long. Length over 
all 56 in. 


Fibre sewed with 
two rows of cable- 
laid twine easily 
removed when the 
broom wears down, 
increasing length 
of service. 





trackage. The chisel end 
of tough steel breaks up 
ice and snow and removes 
hard dirt which clogs 
tracks and switches. 


Specifications 


No. 1819. Extra stiff Bass 
Fibre. Trim 8 in.; Flare 
12 in.; Handle 1% in. 
Diameter, 42 in. long. 
Length over all 5334 in. 


Fibre rigidly held 
by a wire band 
easily removed 
when the broom 
wears down, in 
creasing length of 
service. 
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GET IN THE PLANT 
and 


LOOK AROUND 


OU can’t tell by looking at 

the outside walls of a plant 
just what they use inside—and 
the opportunities you have for 
sales of specific lines. 

I know of a small packing 
plant here in this city which 
uses an enormous amount of 
files—large ones, too. Yet you’d 
never think it from the size of 
the plant or the nature of its 
activities. 

On the other hand, I can think 
of a very large industrial or- 
ganization which uses hardly 
any drills—and the average 
salesman would tell you they 
should be a hot prospect for 
these very tools. 

This is all by way of empha- 
sizing two things: First, the 
necessity for making a thorough 
analysis of the needs and mar- 
ket possibilities of every plant 
on which you call, and, second, 
the advisability of securing the 
purchasing agent’s consent to go 
out into the plant, wherever pos- 
sible. 

This latter is not so easy as 
it used to be years ago. It was 
a simple matter then. But now, 
with larger and more compli- 
cated organizations and greater 
division of responsibility, it’s 
very nearly impossible to go be- 
yond the buyer in many plants. 

But still it can be done in a 
majority of cases without incur- 
ring the displeasure of the pur- 
chasing agent. And this is im- 
portant. The salesman should 
never let the buyer feel that 
he has gone over his head, or 
has succeeded in getting beyond 
him, into the plant, by conniv- 
ing, or using other underhanded 
methods. And what applies to 
the purchasing agent in the 
larger plants holds true of the 
“boss” (who is usually the buy- 
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You can’t tell by looking at the walls of 
a plant just what they use inside. The 
observant salesman who takes every 
opportunity to get in and look around 
is usually the fellow who gets the orders. 


By 


FRANK SUMMERS 


Manager, Mill Supply Department 
John Pritzlaff Hardware Company 
Milwaukee 


er) in the smaller plants and 
shops. 

How can it be done effectively, 
yet diplomatically? Well, here’s 
one suggestion. Very often you 
receive word that some tool or 
some piece of equipment you 
have sold in a plant is not do- 
ing its work the way it should. 
All right. Tell the “boss” or 
the purchasing agent that you 
would like to see this tool or 
equipment in actual use in the 
plant. Perhaps you can make 
some suggestions that will en- 
able his operatives to get the 
finest possible results from the 
product in question. At least, 
you can find out at a glance just 
what is wrong. 

This is a logical, workmanlike 
request. It usually brings an 
“okeh.” Then, once in the plant 
—after taking care of the im- 
mediate problem in hand—you 
have the double opportunity of 
winning the confidence of the 
men out in the shop who influ- 
ence purchases and of observing 
first-hand the needs of that par- 
ticular plant for the various lines 
you handle. 

This knowledge enables you 
to make intelligent sales solici- 
tations on future calls. The 
friendship and confidence of 





Frank Summers has been 
“through the mill.” Early prac- 
tical shop experience gave him 
a knowledge of things mechani- 
cal that he later found invalu- 
able in his work as a mill 
supply salesman and executive. 


plant officials and operatives fre- 
quently lead to specifications of 
the products you sell by the men 
who are responsible for the 
proper use of tools, equipment 
and supplies. 

The success of a method such 
as that just cited of course pre- 
supposes that the salesman has 
some (Continued on page 92) 
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@ The illustration at the right was made 
in a plant now using several hundred 
Dayton V-Belt Drives —Cog-Belt Drives 
—V-Flat Drives and Day-Steel Pulleys 
with Dayton Cog-Belts. 

“These drives have effected many sav- 
ings,” said the master mechanic. “Power 
savings, lower maintenance costs, and 
the saving of valuable floor space.”’ 

And this is only one of thousands of 
plants where Dayton V-Belt Drives are 
in use on all types of machines. In addi- 
tion, leading manufacturers of all types 
of machinery and appliances are using 
Dayton Drives as standard equipment on 
their products... such as machine tools, 
compressors, fans, blowers, pumps, and 
similar lines. 

This means there is a constant demand 
both for new drives and Dayton V-Belts 
for replacements —offering a money- 
making opportunity to Mill Supply 
Houses—an opportunity for more sales, 
faster sales, easier sales. 

Furthermore, intensive advertising in 
leading trade magazines keeps on selling 
the advantages of Dayton Cog-Belt Drives 
... paving the way for your salesmen and 
leading to more and bigger orders. 

And with a Drive for every purpose, 
every industrial concern is a prospect. 
There’s the Dayton Cog-Belt Drive for 
power transmission demands up to 1,000 
h.p.... Day-Steel Pulleys with Dayton Cog- 
Belts for Drives up to 10 h.p. with 1 to 6 
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‘(WERE CHANGING OVER ALL OUR MACHINES TO 


| yllen her Drives 


grooves and which are 30% to 50% 
lower in price... Fractional Horsepower 
Drives with Dayton V-Belts COM- 
PLETELY STANDARDIZED for any 
speed ratio and any center distance. And 
Dayton V-Flat Drives for use wherever 





large speed ratios and very short centers 
are involved. 

And there’s much more to tell about 
the Dayton Cog-Belt Drive proposition. 
A request from you will bring all facts... 
quickly, and without obligation. 


THE DAYTON RUBBER MANUFACTURING COMPANY, DAYTON, OHIO 


The World's Largest Manufacturers of V-Belts— Manufacturers also of Dayton Fan Belts, 
Dayton Red Tube Radiator Hose and the famous Dayton Thorobred Tires and Tubes 
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Glesener Marks 
Silver Anniversary 


ISION, courage, romance, 

and plain, every-day hard 
work are blended into the suc- 
cess story of “Tony” Glesener, 
whose organization, The A. J. 
Glesener Company, San Fran- 
cisco, is this year observing the 
twenty-fifth anniversary of its 
establishment. 

The actual history of the 
Glesener company begins with 
the procurement of the agency 
for Milford hacksaw blades from 
The Henry G. Thompson and 
Sons Company by the youthful 
“Tony” a quarter of a century 
ago, but the story really dates 


A total of 30,000 square 
feet of floor space accom- 
modates most of the stock 
on one floor with wide 
aisles for easy handling. 








back to the fine grounding in 
the mill supply business secured 
by Mr. Glesener when he worked 
for another San Francisco dis- 
tributor prior to that time. 

“Tt certainly is a far cry from 
those early days when Tony 
would pack a bundle of hacksaw 
blades under his arm and make 
his own deliveries, to the present 
extensive service he renders the 
industrial community,” states 
the “Pacific Purchaser” in an ar- 
ticle on the development of this 
progressive San Francisco house. 
“When he added a shovel ac- 
count to his steadily growing 
business, he would put a dozen 
shovels on his shoulder, jump a 
street car and make his delivery. 
The contractor wanted the shov- 


In this modern warehouse 
is carried a complete line 
of industrial supplies to 
serve the northern Cali- 
fornia territory covered 
by the sales organization. 


A. J. “Tony” Glesener, 
who built his business 
from a shoulder-pack of 
hack saw blades in 1909 
to a Pacific Coast institu- 
tion in twenty-five years. 


els and Tony saw that he got 
them. 

“And so the business grew. 
A horse and wagon were 
acquired, a helper was added, a 
store was opened, then an auto- 
mobile truck was purchased, 
more accounts were taken on, a 
still larger store was needed, a 
catalog was issued and in a few 
years again, another. And still 
the business of The A. J. Glese- 
ner Company grew, until in 1927 
Tony acquired his present prop- 
erty at 975 Bryant Street, where 
he erected his present commodi- 


ous and substantial concrete 
warehouse, store and _ office 
building . 


“Now The A. J. Glesener Com- 
pany finds itself on the comple- 
tion of the quarter century of its 
existence in an enviable position 
in the western industrial world 
—sound, solid and progressive— 
a real institution, of which the 
Pacific Coast in general and San 
Francisco in particular can well 
be proud.” 

The present modern home of 
the company is so laid out that 
all stock is carried on one floor, 
with the exception of a portion 
which is (Continued on page 92) 
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THERE IS 
A 
DIFFERENCE 






























Swat TOOLS may all look alike, but results prove that there is a 
difference. In the case of Morse Tools that difference shows itself in 
longer working life, decreased production costs. 


Morse advertising, is helping, you to sell by featuring this slogan in lead- The Morse Line 
inB consumer magazines: THERE IS A DIFFERENCE. Your small includes 
tool sales will react favorably if you follow the Morse line of attack. High Speed and Carbon 
DRILLS 
REAMERS 


CUTTERS 

oe TAPS AND DIES 

| SCREW PLATES 
~~ ARBORS 


| TWIST DRILL & MACHINE COMPANY abit e 


COUNTERBORES 
NEW BEDFORD, MASS.,.U.S.A. ener 


New York Store, 92 Lafayette Street Chicago Store, 570 West Randolph Street ide “ hs i 
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THE TREND OF SUPPLY SALES 
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100—Average monthly sales, 1923-1925 


Short month drops February Sales Indicator 
to 59.2, following 1934 trend. 


® FOLLOWING closely the trend established by 

business in the supply industry during 1933 
and 1934, the Sales Indicator for February regis- 
ters 59.2, a drop of over five points from January. 
With only 24 working days, this decrease indi- 
cates that daily business was about the same as 
that enjoyed the previous month. 

A very minute gain over January was reported 
from the North Atlantic States. All others showed 
losses, the hardest hit being the Southern States 


where poor business dropped the Indicator from 
73.0 to 60.1. 

Further indication that daily business held its 
own during the month is given by the reports 
of 40 distributors on the number and size of orders 
received. As shown below, the size of the average 
order was $15.71, against $14.38 in January. Fur- 
ther, it will be noticed that an average of 72 
orders per day was received in February, while 
the January average was 67. 








Average number of orders received per house during month............ 1721 
Average number of orders received per house each working day......... 72 
Average size of order, all houses........ 


SETS TT TCC UCET TAT TTT OTe $15.71 
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42 Tons of Toncan Iron Sheets roof the plant of the Tredegar 
Iron Works, Richmond, Va. 


... but Toncan Iron is an Investment 


It may require a great many rain storms, 
but eventually that time comes when you 
find out whether the roofing metal you pur- 
chased for your plant is “overhead” or an 
investment. 

Toncan Iron Sheets for roofing and 
siding are always an investment. Here is a 
material that you can use with every assur- 
ance that more money will buy no better 
commercial ferrous sheet. It is made to a 
high standard of quality. It lasts years 
longer. It cuts replacement costs. It costs 
less per year of service. And all because it 
is an alloy of refined open hearth iron, 
copper and molybdenum showing the high- 
est Corrosion-resistance of any ferrous met- 
al in its price class. 

You can protect your customers’ plants 
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and equipment for many years by being in 
a position to furnish them with Toncan 
Iron. You need have no hesitation, because, 
twenty-two years ago, the Chicago Rapid 
Transit Co. specified 16-gauge black Ton- 
can Iron Sheets for the roofs of 250 ele- 
vated cars. To date not one has been 
replaced because of rust orcorrosion. Write 
for a copy of “The Path to Permanence.” 


“J Republic Steel 


CORPORATION 


GENERAL OFFICES:-- YOUNGSTOWN, OHIO 
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TERRITORIAL SALES INDICATORS 
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NORTH ATLANTIC STATES 
A small but noteworthy increase, from 60.9 in January to 61.1 in Febru- 
ary, Was registered by distributors in this section. A decided jump in the 
size of the average order from $13.62 to $17.17, had much to do with 
this pickup in the short month. 


SOUTHERN STATES 
February business among Southern distributors dropped the Indicator 
for this territory to 60.1, slightly lower than December and considerably 


down from 73.0 registered in January. Average order size decreased also, 
from $16.01 to $14.34. 


MIDDLE WESTERN STATES 


A slight decrease in sales pushed the Middle Western Indicator from 
56.4 in January to 54.2 in February. This drop, however, was not in 
proportion to the decrease in working days and the size of the average 
order was $14.89 as compared with $13.10 in January. 


WESTERN STATES 
Seattered reports from this section indicate February business smaller 


than January but their small number prevents the compilation of a true 
picture. 


PACIFIC COAST STATES 


After a nice increase in January, Pacific Coast sales fell off slightly 
in February, the Indicator reading 60.8 as compared with 63.9. Size of 
the average order likewise dropped, amounting to $18.28 against $21.00 
the previous month. 
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A MONTHLY 
FEATURE 
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PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 





ED. HIRSHON FINDS 
ORDERS JUMP 


~~. 





“There’s no doubt about it... the 
Engineering Service Form is a big help 
in selling Self-tapping Screws”, says E. 
A. Hirshon, Sales Manager of W. S. 
Wilson Corp., New York. “My records 
show that the salesmen who are most 
successful in building Self-tapping 
Serew business make a practice of fill- 
ing in the Forms and mailing them 
to the P-K Engineering Department, 
instead of simply leaving them with 
prospects who appear to have good 
applications for the 
Screws”. 


Self - tapping 


“A prospect, no matter how interested 
at the moment, is liable to forget to 
send the Form. When the salesman 
does it, the prospect is sure to get the 
follow-up of Engineering Recommen- 
dations and correct samples for trial 

. and get them right away while still 
interested”’, 


“I want to say, too, that the P-K Engin- 
eering Department follow-up to the 
Forms is done right. When the pros- 

: . ‘ : 
pect gets a really intelligent engineer's 
report on his fastening job, with a 
good strong sales-letter, he is bound to 
try the Screws. And seven out of ten 


times a trial will result in an order”. 


| 


Have you a supply of the Engineering 
Service Forms? If not, let us know. 





BAGGAGE SMASHERS LEARN A TRICK 





A long conveyor line that handles bag- 
gage in Kansas City’s Union Station 
was in the hands of a repair crew when 
Jim Oldham of Richards and Conover 
arrived on the job. 


Ile found that they wanted 25,000 ma- 
chine screws to finish the work of re- 
placing loose tubular steel rollers on 
die cast bearing holders. Instead of 
taking the order and going on his way. 
though, Jim did some investigating. 


from Jim Oldham 


It seemed to him that Parker-Kalon 
Self-tapping Screws could be used with 
a big saving, and he found the boss 
willing to try anything that might 
eliminate 25,000 tapping operations. 


Next day, Jim went back with samples 
of Type “Z” Hardened Self-tapping 
Sheet Metal Screws. When he showed 
how fast the work could be done, with- 
out tapping a single hole, he wrote 
a new order. This order meant more 
money because Self-tapping Screws are 
profitable to sell. And Jim stands to 
gain in other ways. They won't forget 
at Union Station that he took the 
trouble to save them time and money. 


Self-tapping Screws have helped a good 
many men to help their customers. 
And that pays all around. 


g 
[ 


WHO’S THAT KNOCKING 
AT MY DOOR? 


Not once but a thousand times oppor- 
tunity knocks for the salesman who 
knows a Hex Head job when he sees 
one, The Hex Head Self-tapping Cap 
Serew (same as a Type “Z” but with 
a Hex instead of Round Head) has 
opened up a big new field. We'll give 
you a quick picture of the work for 
which it is adapted and you'll think of 
many customers who can use it. 











First, take heavy assemblies. The Hex 
Head Screw brings all of the good 
points of a Self-tapping Screw to fas- 
tenings to steel plates and structural 
shapes up to , in. thick. Such work 
is common in the construction of rail- 
way equipment, buildings, ete. 


Now, consider mass production where 
lighter sheet metal assemblies are the 
rule. The Hex Head is not limited to 
heavy materials, and where real speed 
is desired in making fastenings to sheet 
metal from 28 guage to 6 guage or to 
solid sections of brass, aluminum and 
die castings, slate, ete., many manu- 
facturers find that the Hex Head Screw 
ean be driven faster than the Round 
Head Type “Z”. Radio manufacturers, 
particularly favor a Hex Head because 
of its speed and because it eliminates 
difficulties arising through screwdriver 
blades slipping out of slotted heads. 


All of the dope is given on page 9 of 
the P-K Catalog. 
this Hex Head Business. 


Study-up and get 
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TEN YEARS AGO IN MILL SUPPLIES 
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EEPING PACE WITH A FAST-GROWING 
ESS WAS THE CHIEF THOUGHT OF 


Bus 
F. J. HOFACKER OF THE EVANSVILLE 


SUPPLY COMPANY, EVANSVILLE INDIANA, 


WHEN HIS COMPANY LET A CONTRACT 


FOR A TWO-STORY WAREHOUSE ADDITION 


TO 115 BUILDING, A DECADE AGO. 





QIN EIGHT YEAR START ON THE 
PRESENT “CODE OF FAIR COMPETITION” 
WAS RUNG UP BY 13 IOWA PLUMBING 
SUPPLY HOUSES, INCLUDING SEVERAL 
PROMINENT IN MILL SUPPLY CIRCLES, 
WHICH, 10 YEARS AGO, TOOK OATHS OF 
ALLEGIANCE TO A “CODE OF ETHICS” 
EMBODYING THE PRINCIPAL ELEMENTS 
OF THE NOW CURRENT CODE. 














WILLIAM T. JOHNSTON, JR., OF THE 
WILLIAM T. JOHNSTON COMPANY , 
CINCINNATI, TURNED WRITER AND 
SUPPLIED A VERY INTERESTING 
ARTICLE TO MILL SUPPLIES TEN 
YEARS AGO THIS MONTH, THE 
GIST OF WHICH WAS “HOW TO 
MAKE PURCHASING PAY PROFITS: 











ee 
fereee 5a . 


A.B. PAULL AND FELLOW 
ASSOCIATES OF THE WELL KNOWN 
BUFFALO HOUSE, BEALS, M‘CARTHY 
& ROGERS, WERE ALL AGOG OVER 
THE NEAR COMPLETION OF THEIR 
NEW STEEL WAREHOUSE, WHICH 
WAS TO BE ONE OF THE BEST 
EQUIPPED AND FINEST IN THE 
COUNTRY. 
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£ * ™ “VULCAN” 


WIRE ROPE SOCKETS 
4 > DROP -FORGED, WELDLESS 
o Oo & S 0) C K ET Both Open and Closed Patterns in complete 


range of sizes. Tests prove them stronger 
bh 4 4 ae than the strongest wire rope made. 


yt 


HOIST HOOKS 


Bi x AN” 
re D HOIST. HOOKS 
D, PROOF-TESTED, WELDLESS 


Peye Patterns, sizes for 1/2 to 25 
ified by the orange tip. 






















“VULCAN” 
DROP-FORGED EYE BOLTS 


HEAT-TREATED, PROOF-TESTED, WELDLESS 
Plain and Shoulder Patterns, shanks blank or 
threaded, in complete range of sizes. 


CCU 


The buyer of Rope Sockets, Hoist Hooks and Eye Bolts 
demands dependability. You can sell “VULCAN” products 
with confidence, knowing they are safer and stronger, be- 
cause they’re DROP-FORGED from specially selected steel 
and guaranteed by WILLIAMS. . . . Ask for literature. 


J. H. WILLIAMS & CO.,”The Wrench People”, 75 Spring St., New York 
WESTERN WAREHOUSE AND SALES OFFICE, CHICAGO —— WORKS, BUFFALO, N. Y. 


as 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





Manning Maxwell and Moore 
Announces New Service 


@® The establishment of com- 

plete new facilities to repair 
commercial instruments, valves 
and gauges of all kinds has been 
announced by Manning Maxwell 
and Moore, Incorporated, Jersey 
City, New Jersey. 

The mechanical organization 
is composed of instrument engi- 
neers long trained in all kinds 
of instrument building and re- 
building. A complete modernly 
equipped laboratory is _ also 
maintained with all testing ap- 
paratus. One day repair service 
will be maintained on small jobs 
and for steamships with sailing 
schedules to meet. 

This department has been es- 
tablished as a separate division 
of the company. 


W. W. Scheppman Dies 


@®W. W. Scheppman, who was 

affiliated with Standard-Shan- 
non Supply Company, Philadel- 
phia, for the past 25 years, died 
on March 11, at about 70 years 
of age. 

Mr. Scheppman served in a 
sales capacity during his years 
with Standard-Shannon Supply 
Company and his loss will be 
keenly felt by all who came in 
contact with him. 


Opens New Display and 
Sales Room 


@The Tennessee Mill and Mine 

Supply Company, Knoxville, 
Tennessee, has installed a new 
display and sales room, display- 
ing a complete line of Delta 
wood-working machinery. One 
of the features of this display 
room is that a prospect may 
operate any of the machines on 
display, or one of the salesmen 
of the company can give a dem- 
onstration for a prospect. This 


32 





has been found to be a big sales 
help. 

The company is also in the 
process of getting out a new 
catalog listing all of the lines 
now carried by them. 


New Officers for L. A. Benson 
Company 


® The new officers for The L. A. 

Benson Company, Incorpor- 
ated, 6-8 East Lombard Street, 
Baltimore, Maryland, are as fol- 
lows: Mrs. Anna A. Benson, 
president; W. L. Reynolds, vice- 
president; George Neserke, sec- 
retary, and E. C. Rickerds, treas- 
urer. 


Campbell Hardware Adds 
Goddard and Goddard Line 
@W. Campbell, 

and_ sales 
Campbell 


vice-president 
manager of the 
Hardware Company, 


Seattle, announces that his com- 
pany has taken over the Wash- 
ington agency for the Goddard 
and Goddard Company of De- 


troit. An adequate stock of all 
standard numbers of this line 
of milling cutters and reamers 
will be maintained, according 
to Mr. Campbell. The Campbell 
Hardware Company distribution 
set-up now includes, among other 


lines, Whitman and _ Barnes 
drilis and reamers, Winter 
Brothers’ taps, Henry G. 


Thompson and Son’s “Milford” 
hacksaw blades, Delta files, 
Stanley portable electric tools, 
together with a complete indus- 
trial supply stock, Mr. Campbell 
states. 


New Distributor for 
Simonds Saw 


@Standard Equipment and Sup- 
ply Corporation, Hammond, 
Indiana, has taken on the dis- 
tribution of Simonds Saw and 
Steel Company products in addi- 
tion to its regular line of indus- 
trial supplies. 
The company 
that a new 
added April 1. 


also reports 
salesman will be 





Standard Automotive Supply Company, Washington, 
an automotive and industrial clinic on March 13, 14, 
which E. W. Waechter, vice-president 
Above 


D. C., held 
15 and 16, 
and sales manager, states 


was very well attended. is shown a group of manufac- 
turers’ representatives who were present at the clinic. They are 
as follows: J. D. McLead, Wright Hoist Company; E. W. Waech- 
ter, sales manager, Standard Automotive Supply Company; B. F. 
Butterfield, Greenfield Tap and Die Company; Curtis Watts, 
Black and Decker Manufacturing Company; Theodore Bosshard, 
Jr., Ingersoll-Rand Company; F. Burman, Egyptian Lacquer 
Company, and O. E. Thomas of Standard Automotive Supply Company. 
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“THERE’ é NO\SUBSTITUTE FOR SKILL” 


POLICY THAT GOVERNS OUR PRODUCTION 
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CONVEYOR AND TRANSMISSION BELTS 


Consider the directing policies of on orga 
y that guid 
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CONVEYOR AND TRANSMISSION RELTS PACKING 











Among all your mill supply items, none is experiencing 


more consistent and effective advertising support than 
is put behind HEWITT industrial rubber . . . advertising 
that makes HEWITT orders easy to get. For throughout 
your territory every industry is being told the impressive 
advantages of the HEWITT line in dominating space in 
leading publications. Millions of impressions and each 
advertisement refers to the local distributor. The result ? 
HEWITT distributors showed an outstanding increase in 
sales the past year—well ahead of the average of industry. 


Write us for details of the HEWITT PROFIT franchise. 






PACKING 
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Unprecedented Cooperation 
for Distributors on Blade Sales... 


Barnes Distributors Profit by 
Serving Better. This Series of 
Messages Tells Why and How 


+ Barnes has literally created new conceptions of what can be 


done in the matter of direct personal sales cooperation between 
manufacturers and distributors. 


From the beginning, one of the cornerstones of the Barnes sales program 
has been the large Barnes staff of factory trained hack saw blade sales- 
men. These men, making up one of the largest sales forces in the busi- 
ness, are employed solely and specifically to build business for Barnes 
distributors. They specialize entirely on hack saw blades and their 
use in industry, and they are located in every large industrial center. 


Barnes salesmen go right into customers’ plants and, by reason of train- 
ing and experience, they are ideally equipped to solve blade prob- 
lems—suggest the right type of blade for each application, the proper 
lubrication, the proper feed and speed. 


These suggestions mean real savings to customers. And they result 
in the development of valuable business for distributors. In other 
words, they help Barnes distributors “profit by serving better." 


If you are a Barnes distributor, watch for every opportunity to use these 
Barnes salesmen to help solve blade problems and to help build your 


business. If you are not a Barnes distributor, you may be interested 
in further information. 

















BARNES SPECIAL 
UNBREAKABLE 
HAND BLADES 


Barnes special unbreakables 
are built “to take it." Due 
to a special heat treating 
process, they possess all the 
advantages of both all-hard 
and flexible blades — with- 
out any of the disadvan- 
tages of either. They will 
not break in use. A good 
profit margin. 


Other Barnes Blades for 
Every Purpose. 
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W. O. BARNES CO., INC. 
DETROIT, MICH. 


BARNES 


BETTER wack saw BLADES 


1297 Terminal Ave. 














E. L. Alberter, newly appointed 
sales manager of Somers, Filter 
and Todd, Pittsburgh, Pennsyl- 
vania, shown above with Miss 
Rosella Wnuk, his secretary. 
Announcement of Mr. Albert- 
er’s appointment as sales man- 
ager was made in the March 
issue of MILL SUPPLIES. 





Standard Equipment to 
Represent Simonds and 


Lakewood 


@ President Joseph J. Badalli 

of the Standard Equipment 
and Supply Corporation, Ham- 
mond, Indiana, announces that 
his company has been given a 
franchise on the sale of files, 
hacksaws and kindred products 
manufactured by the Simonds 
Saw and Steel Company, Fitch- 
burg, Massachusetts. Standard 
Equipment is now also handling 
the concrete handling and plac- 
ing equipment manufactured by 
the Lakewood Engineering Com- 
pany. 


Norris Supply Adds New 
Salesman 


@Norris Supply and Machine 
Company, Gastonia, North 
Carolina, has announced that 
Ralph R. Griffin, Jr., has joined 
the sales staff as floor salesman 
in its supply department, and 
that Lester Wright has been 
added in the machine shop. 


Manufacturers Selling Adds 
New Lines 


@The Manufacturers Selling 

Company, Trenton, New Jer- 
sey, has taken on K-Master 
steam traps and Norton-Pike 
sand stones. 
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Belt Lacing Equipment 


The First Step to 
ECONOMY 
in 


Plant 


Operation 


Clipper Belt [acer Company 


GRAND .RAPIDS MICHIGAN 





SS 
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NATIONAL 


—= Dynamic Action — 


CUTTING TOOLS 


PLUS 
ENGINEERING SERVICE 


An outstanding example of NA- 
TIONAL Cutting Tool Engineering is 
the development of the modern Milling 
Cutter. 


Note the difference between the old 
Rule-of-Thumb designs above and the 
modern NATIONAL Engineered de- 


sign below. 


A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 
SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S. A. 


Tap and Die Division 


WINTER BROS. CO., WRENTHAM, MASS. 











New storage bins for wrought 


| pipe have been added. The pipe 


is now unloaded from cars in the 


| rear of the bins and passed 


through on rollers, with the re- 
sult that 70% of the pipe the 
company ships now lies in the 
front of the shed, making the 


| handling much easier. 





The company has developed 
the idea of having every man 
concentrate on one line. This 
year one man in the office took 
over the buying and supervised 
the selling of abrasive papers 
with the result that volume on 
this line was increased over 
500% over 1933. 


| Brown Roberts Takes on Line 


| Alexandria, 


of Paints 


® Brown Roberts Hardware and 

Supply Company, Limited, 
Louisiana, has 
taken on the line of Benjamin 
Moore and Company paints. 
Moore and Compay are located 


| in St. Louis, Missouri. 


Forster Company Takes On 
Two New Lines 


_@ J. M. Forster Company, In- 


corporated, Rochester, New 


| York, has taken on the Johnson 


Bronze Company line and the 


| Maurey Manufacturing Com- 


| makes 
| sheaves. 








pany line. The latter company 


single grooved V-belt 





Clarence Kries, general man- 
ager, Henry A. Kries and Sons 
Company, Baltimore, Mary- 
land. Mr. Kries states that the 
company is distributing and 
specializing in power plant spe- 
cialties and pipe, valves and 
fittings. 
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THE YALE & TOWNE 
MANUFACTURING CO. 


PHILADELPHIA DIVISION 
PHILADELPHIA, PA., U.S.A. 


Makers of Yale Hand Chain Hoists, 
Electric Hoists, Trolleys, Hand 
Lift Trucks and Skid Platforms 
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Yale Ball Bear- 
ing Spur Geared 
Chain Hoist. 















E. K. Stoddard had spent the 
day previous in bed because 
of an attack of “flu” or some- 
thing similar and wasn’t feel- 
ing quite like himself when we 
persuaded him to sit for this 
snapshot, but he was right on 
the job and plenty busy just 
the same. Mr. Stoddard is a 
partner in ownership and execu- 
tive head of the Iowa Machin- 
ery and Supply Company, a 
progressive Des Moines supply 
house. 





Big Crowd Enjoys Pulver 
Anniversary Party 


| © Fully 1,800 friends of the Pul- 


ver Machinists Tool Company 
enjoyed the hospitality of that 
aggressive Chicago organization 
at its tenth anniversary party 
Saturday afternoon and evening, 
February 23. 

The entire floor above the 
company’s quarters was secured 
for the occasion, and the merry- 
makers were treated to sumptu- 
ous refreshments, excellent mu- 
sic and entertainment and danc- 
ing. Throughout the afternoon 
and evening the “Nighthawks,” 
a combination instrumental and 
vocal quartet provided music, 
while a complete floor show, pre- 





The founders and present of- 
ficers of the Pulver Machinists 
Tool Company. Left to rigitt: 
Harry A. Pulver, vice-president 
and treasurer; Joseph M. Berg, 
secretary, and Fred S. Pulver, 
president and general manager. 
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Main Drives 
Powered by 


PAT. APPLIED FOR 
TRADE MARK 


BELT 


THE LOW-TENSION RUBBER BELT 
WITH EQUALIZED PLY STRESSES 


Jobbers selling Condor Products have an 
ever increasing opportunity for profit and 
permanent business. 


For example, Condor Compensated Belt 
is a business-getter. Due to its compen- 
sated construction, ply stresses are equal- 
ized; no part of the belt structure is 
overstrained. The biggest drives can be 
safely, economically and efficiently belted 
with a Condor Compensated Belt. 


The introduction of one or two Condor 
Products in a plant leads to the installa- 
tion of others. Why not write for details 
of the Condor Franchise? 


PRODUCTS Illustrated is a 44x 99 ft., 12-ply endless Condor 


Transmission Belt Fire Hose 
V-Belt Hydraulic Hose 
Conveyor Belt Steam Hose 
Air Hose Water Hose 


Contractors Hose Chute Lining ° . 

Sand Blast Hose Launder Lining Sold by leading jobbers 
Section Hose Industrial Brake Blocks 

Molded Goods Rutber Covered Rolls 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 


APRIL 1935 


Belt transmitting power from an 800 H. P. engine. 
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This Message ss Uddsessed to Lunkenherme' 
Dishituters and She Salesmen. 


Selling-Time Well Spent 
Pays Dividends 





Distributors’ salesmen of nec- 
essity must carefully budget their 
time. There are many articles to 
sell, many accounts to contact. 
Every minute spent must yield a 
maximum return. 


That is why the Lunkenheimer 
line should be given special at- 
tention. 


By spending time selling Lunk- 
enheimer Products you are build- 
ing up repeat business. Your 
reward is threefold: you make a 
satisfied customer who stays sold 
—you receive a fair profit—and 
you more firmly establish your 
house as a source of supply for 
quality products. 


4 
THE LUNKENHEIMERCS. 


—"QUALITY'"— 


On every call you make, stress 
one or more items in the compre- 
hensive Lunkenheimer line — 
valves, boiler mountings, oil 
cups, grease cups, bottle oilers, 
*““Alvor” oilers, air nozzles, air 
cocks, and the many other spe- 
cialties for which there is a con- 
stant need. Leave a copy of the 
“Guide to Better Service”, and 
explain how to use it. And don’t 
overlook the numerous other 
Lunkenheimer booklets that will 
help you make sales. 


You can be certain that the 
time you spend selling Lunken- 
heimer will pay dividends. 





CINCINNATI, OHIO. U.S.A. 

NEW YORK HICAGO BOSTON 

PHILADELPHIA SAN FRANCISCO 
EXPORT DEPT 318-322 HUDSON ST. NEW YORK 
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The Pulver sales organization. 
Left to right: Harry A. Pul- 


Fred S. Pulver; W. O. 
W. Jj. Papke, W. A. 
Schulz, Joseph M. Berg, T. O. 
Jensen, W. J. Schramm, and R. 
V. Pittman. 


|senting high-grade talent, was 
staged three times. 

Guests included not only ex- 
ecutives and purchasing agents 
of customers of the Pulver or- 
ganization, but mechanics and 
\others associated with them. 
| The ten years of the Pulver 
company’s existence have been 
marked by steady progress. The 
company went into business Feb- 
ruary 1, 1925, with its three or- 
_ganizers and officers as the only 
‘members of the organization. 
Fred S. Pulver, the president, 
had had many years experience 
in the mill supply business. Pre- 
vious to the formation of this 
organization, he had been asso- 
ciated with the Machinists’ Sup- 
| ply Company, Hibbard, Spencer, 
Bartlett and Company, H. Chan- 
non Company and other houses. 
With Machinists’ Supply he had 
been floor manager. Harry A. 
Pulver, vice-president and treas- 








The Pulver store force. Left 
to right: Ralph S. Bailey, 
George Overbeck, Ed Weiss 
and Ed Lambert. 
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A NEW PRODUCT 
AND A NEW BOOK 














This new book presents com- 
plete information regarding 
the selection of “D-V” Drives 
for every service in condensed 
and simplified form. This 
book is being widely distrib- 
uted among users of power 
transmission equipment. 


, 9 
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As shown in the illustration 
above, “LD” Sheaves are fur- 
nished in Arm and Solid 
Types. In sizes from 7.0 to 
18.0 Pitch Diameter the Arm 
Type is furnished with Interchangeable Hubs and 
Bushings. In sizes from 3.0 to 5.4 Pitch Diameter 
the Solid Type Sheave is furnished with Inter- 
changeable Bushings. 






The new Dodge line of “LD” Cast Iron Sheaves for “A” and “—” 
drives opens up a new and profitable field for industrial distributors. 
Now, it is possible for industry to obtain cast iron precision advantages 
at low cost. Industrial distributors who are prepared to supply the 
demand are doing a profitable and substantial business on this line. 


Dodge “LD” Sheaves are cast from close grained grey iron which in- 
sures smoothly machined grooves. Smooth, accurate grooves mean 
long belt life. These sheaves are well balanced and 
run true. There are no parts to work loose—no 
groove distortion. 


If you are not in a position to supply the demand for 
these low-priced precision sheaves write us for com- 
plete information. 






PAT. OFF. ~~ 


i aia 
“LD” Sheaves are securely packed in heavy corrugated in- 
= ) dividual cartons and properly labeled to indicate contents. 


Bushings are also packed in individual boxes and labeled 


with symbol and bore. 


DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana 
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urer, and Joseph M. Berg, secre- 
tary, had been in other lines of 
business before joining with 
Fred to form the Pulver Machin- 
ists Tool Company. 

The original home of the com- 
pany was at 540 West Lake 
Street, where a total floor space 
of 4,800 square feet was occu- 
pied. Four years later the com- 
pany was moved to larger quart- 
ers at 31 North Jefferson Street, 
and about a year ago was moved 
next door to its present loca- 
tion at 27-29 North Jefferson 
Street, where it has 12,600 
square feet of floor space. 

During the ten years it has 
been in business, the staff of 
the company has been increased 
from the original three to 24, 
and five salesmen cover metro- 
2 » » many a job can be simplified | politan Chicago, selling its lines 
of power transmission equip- 
ment, small tools and supplies, 
portable electric tools, machine 

» « « » » many a dollar can be saved | tools, power plant and pumping 
| equipment, materials handling 
| equipment, contractors’ supplies 

VISES and miscellaneous shop supplies. 










—Show them that 


with good equipment 





s «= » « Many a job can be done better 





Kirkby Prize 


@J. A. Kirkby, president of the 

Kirkby Machinery and Supply 
Company, Toledo, Ohio, being 
a bowling enthusiast and at the 
same time having a high regard 
for the value of sales promotion 
for his business, took advantage 


| Machinist Bowlers Roll for 


SURFACE 
PLATES 
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GROUND FLAT STOCK— in a variety of sizes 


Other items are listed in Cat. 31 that will bring an added 
source of profit to alert dealers. Brown & Sharpe Mfg. Co., Providence, R. |. | 


(|BS L. R. Ruch, who has been with 


the sales staff of the Portland, 











i 4 . e NN ws = * 4 hh : Oregon branch of the Marshall- 

USM TL Cime RECO | Wels Company. for 20 years, 
ager of the Portland office, hav- 
— appointed in August, 


“Worlds Standard of lecuracy 
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n complete line 
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for jobbers’ stocks..... 
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You'll find Upson bolts, nuts and rivets 
on an amazing number of jobbers’ shelves 
today. Some buy them because they have 
been buying them for fifty years or more 


and time has proved their uniform quality. 





Some buy because they not only want qual- 
ity but appreciate the service—the care used in filling orders and the promptness of 
shipment. Others have their own reasons—but all like to buy where the line is complete 
—where one purchase order—one shipment—one receiving slip—one bill of lading — 
One invoice and one check can be made to do the work of many. 

Upson makes a most complete line to the end that jobbers may sell uniform quality, 


save time and make money selling it. Send us your next inquiry for stock. 


IPSON NUT DIVISION::+CLEVELAND, OHIO 


Repu blic Steel 


CORPORATION 


GENERAL OFFICES::: YOUNGSTOWN, OHIO 
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W inning Popularity 
In One Short Year 


This high grade File had its first 
introduction to the market just a 
year ago. Seldom if ever has a tool 
won such country-wide popularity 
and become so well known in the 
short span of twelve months. 


SIMONDS 





FILES 


are sold only through selected dis- 
tributors. Their quality and out- 
standing RED TANG trademark 
has helped many distributors make 
extra large percentage gains on 
File sales. 


Jobbers’ salesmen find them an at- 
tractive and desirable line to sell. 
Jobbers’ accounting departments 
find them profitable for the house. 


Distributors desiring information 
about open sales territories for RED 


TANG Files should write at once 
for details. 


SIMONDS 
SAW AND STEEL CO. 


ESTABLISHED 1832 
FITCHBURG, MASS. 
CHICAGO, ILL. 
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“Smokestack” J. R. Janssen 
(left) is the power plant spe- 
cialist for the Carey Machin- 
ery and Supply Company, Bal- 
timore, Maryland, and Charles 
C. Trumbo (right) is the rep- 
resentative for Lunkenheimer 
valves. They were already to 
start tackling the day’s pros- 
pects on power plant supplies 
and valves when they stopped 
to pose for this picture. 





of a recent headpin tournament 
sponsored by “The West End 
Herald” at the H & H Alleys in 
Toledo. He put a Gerstner tool 
chest as a special prize to the 
machinist, or anyone connected 
with the machinist trade, who 
rolled the highest score in 
this tournament. Naturally, 
this special offer aroused the 
interest of every machinst who 
| competed in the tournament and 
| brought the name of Kirkby 
Machinery and Supply before 
the 600 bowlers who partici- 
pated in the event, as well as 
the many others who saw an- 
'nouncements of the prize offer 
posted in prominent places. 





Three New Lines Added By 
Motter’s 


@ George F. Motter’s Sons Sup- 

ply Company, York Pennsy!- 
| vania, has added the following 
| lines to its present ones: Pyrene 
fire extinguishers, American 
tension control devices and Gen- 
eral refractories. 


Two New Lines Added by 
R. C. Duncan 


® Russell C. Duncan, president 
of the R. C. Duncan Company, 

| Minneapolis, has announced that 

| his company has taken over dis- 
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EPENDABLE VALVES 
FOR ANY JOB / 


THERE’S‘no need to be valve-conscious with Powell Cast Steel Valves 
on the line. Fundamentally correct in design and sturdy in con- 
struction, they can be relied upon for trouble-free performance. 


- 


=” 



























{ “Goon 
| VALVES 
_ SINCE 


1846" 


The complete line of 
Powell Cast Steel 
Valves has been modi- 
fied, revised, modern- 
ized! For the mechan- 
ical details of these 
valves in gate, globe, 
angle, check, and safety 
non-return patterns, 
— | § PE yp we refer you to Cata- 
4 a F a ir wa oe log No. 101. 


‘POWELL VALVES 


9 The Wm. Powell Co. 
2525 Spring Grove Ave. 
Cincinnati, Ohio 
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more profitable 
to use... 


more profitable 
to sell... 


pENOy 





HACK SAW BLADES | 


The Blade in the Plaid Box 
AMERICAN SAW & MFG. CO. 


SPRINGFIELD, MASS. 
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tribution of two additional 
lines—The Autovent Fan and 
Blower Company’s line of unit 
heaters, blowers and ventilating 
fans, and the Simonds Saw and 
Steel Company line of files. The 
Duncan company had previously 
handled the other Simonds prod- 
ucts, and the addition of files 
gives them the complete Si- 
monds line. 


Texas Belting Distributes 
Hazard 


@®The Texas. Belting Com- 

pany, Incorporated, Houston, 
Texas, is now distributing Haz- 
ard wire rope. Prospects are 
bright for considerable volume 
on this line among industrials 
in the Houston territory. 

Several new Ines are now 
under consideration by this firm 
which, according to O. F. 
Thompson, president, is looking 
forward to a much better year 
in 1935. 


Crerar, Adams Adds Lines 
and Salesmen 
®Crerar, Adams and Company, 


well known Chicago supply 
house, has added two salesmen 


to its force, and has taken 
on distribution of Rust-Oleum 
paints and Buffalo fire extin- 
guishers in the Chicago area. 
According to Edward C. Poehler, 
manager of the company, the 
National Railway Appliance 
Show, held in the Coliseum, 
Chicago, from March 11 to 
14, inclusive, in which Crerar, 
Adams participated, is bringing 
his house good returns. 


Schlafer Hardware Adds 
New Lines 


@®Lawtomatic Stokers for in- 

dustrial and home sizes, and 
Kelly-Springfield tires and tubes 
have been added by Schlafer 
Hardware Company, Appleton, 
Wisconsin. 

In addition the company has 
added Jay Page as salesman who 
will call on industrial and dealer 
accounts. 

K. M. Haugen, sales manager, 
was recently elected Vice-Pres- 
ident of Fox River Valley Credit 
Association. 

O. P. Schlafer, president of the 
company, and very active in all 
city-wide affairs, is spending the 
winter at San Antonio, Texas. 








Representatives of the Colcord-Wright Machinery and Supply Com- 


pany, St. Louis, Missouri. 


Seated, left to right: H. F. Johaning, sales- 


man; A. Scheu, vice-president and treasurer; V. H. Carter, vice-presi- 
dent; J. H. Wright, president and H. E. Kulle, Carborundum Com- 


pany. 


Standing, left to right: O. 


G. Kiefer, F. G. Kiebler, O. W. 


Johaning, R. W. Koening, H. Wirz, and F. C. Fischer, all salesmen. 
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PIQUA. OnI0.U-S4- 


E wanted to know what 
shovel-users think of Wood’s new Closed-Back Shovel. 
First workman to be questioned was Frank Maloney, 
11733 Geraldine Avenue, Cleveland, Ohio. To Frank a 
shovel is business, daily work for daily bread. Frank tried 
Wood’s new Closed-Back Shovel. He lifted it, felt its 
lightness, discovered its resiliency for himself. He grinned. 

“| like the heft of it!’ Frank said. 

Frank liked the Closed-Back Shovel, balanced and built 
to make hard work easier. Buyers appreciate its increased 
efficiency on the job, value other features: 

|. The Closed-Back Shovel combines stress-defying one- 
piece design, the unrivalled strength of the heat-treated 
shank, and an absolutely smooth back. No strap welds to 
pull loose. 

2. The Turned Shoulder strengthens blade, saves shoes. 

3. The Tapered Socket gives strength and solidity where 
handle joins blade, fits the hand better. 

1. Heat-Treating makes Wood’s “Moly” Big Fist, Wood 
and Stuart grades hard, to resist wear. 

9. Reduced Inventory: The Closed-Backed Shovel super- 
sedes strap weld, solid shank, and hollow-back shovels, 


makes it possible to cut your shovel inventory. 





Notre Wet: Closed-Back Shovels were invented by 
Wood. Wood’s engineers developed the special welding 
process which fixes the Closed-Back strip permanently 
without decarbonizing and weakening the blade. This is 


an exclusive Wood process, used on no other shovel. 











Address The Wood Shovel and Tool Co., Piqua, Ohio, U.S. A. 
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The entire Heiston organization taking delivery recently on a 500- 
{t. Goodrich Conveyor Belt they had sold. Left to right: W. I. 
Miller, Miss Catherine Kearney, Dan Heiston, and A. R. Miller, 
Goodrich representative. Due to aggressive salesmanship, co- 
operation by Goodrich field men, and the dependability of. the 
complete Goodrich line, this organization of three has made itself 
the outstanding mill supplies distributor of the entire Martins- 
burg area 


48 


T INWOOD, near Martinsburg, W. Va., 
A mountains of apples (a quarter million 
bushels) move every fall on Goodrich Conveyor 
Belts. Part of them are made into 3,000,000 
gallons of vinegar which flows into and out of 
tanks through tasteless Goodrich hose. The 
belts and hose are in cannery plants and in the 
State Demonstration Apple Packing Plant, built 
by the government to show farmers and co-op- 


eratives the ideal way to sort and handle apples. 


From the time they come in from the orchard 
to the time they go out as finished merchandise, 
apples and apple products everywhere in this 
section move on Goodrich belts or through 
Goodrich hose. These belts and hose were sold 
by Dan Heiston, Goodrich Distributor. Because 
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@ A quarter of a million bushels oj apples, 
about to be moved to sorting, packing, can- 
ning, pressing departments on Goodrich 
Belt. Note the vinegar tanks in the back- 
ground. Every one is filled and emptied by 
Goodrich Hose, selected because it does not 
taste nor color the vinegar, and because it 
lasts for years without attention. 


@ View of one section of the State Demon- 
stration Apple Packing Plant, Inwood. 
W. Va. Every belt used in this model plant 
is Goodrich, sold by Distributor Heiston. 


Mountains 
Goodrich Conveyor Belt 


apple plants have to work at top speed in the 


season, 24 hours a day, equipment must be com- 
pletely dependable. Heiston sold packers on 
Goodrich for the purpose, and Goodrich Belts 
and Hose backed him up... much of this 


equipment has been in service for six years, 


demonstrates another—an advantage which 
saves every Goodrich Distributor time and 
trouble, and adds to his net profit . . . Good- 
rich products are absolutely uniform because of 
advanced manufacturing control. When you 


take an order for any Goodrich product you 


{ without a single failure. know the product will live up to your promises 
Distributors who handle the Goodrich line have and will be a day-after-day salesman to hold 
many advantages—extensive advertising, a com- your customer for you. The B. F. Goodrich 
plete line, research constantly adding new, im- Company, Mechanical Rubber Goods Division, 
proved products. And this apple belt order Akron, Ohio. 
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SALES COME Easy—prorits ARE Bzg! 


‘Take for example the record of one salesman of Swords Brothers Co., the 


Dumore distributor in Rockford, Illinois. In November last year, he sold a 
No. 5 Dumore Grinder. But he didn’t quit selling until he had obtained an 
order for 6 extra quills. That grossed him over three times as much profit 
as if he had been satisfied with the order for the grinder alone. 


Here’s another angle: When you can’t sell a customer a Grinder because he 
says he already has one or more, in most cases you can sell him extra quills. It’s 
so easy to point out how quills broaden the adaptability of a grinder. And quill 
sales aren't “chicken-feed”—just a few orders pile up the profits. 


In addition to the regular advertising and mailings to the trade, Dumore will 
give you personal help in selling both grinders and quills. Just mail the coupon 
with a list of prospects. 





MAIL THIS COUPON 


The Dumore Co., Dept. 165-D 
Racine, Wisconsin 


I am attaching a list of prospects for 
Dumore quills and grinders 
Name 


UMORE 


GRINDERS 


Company 


City State 

















All of these gentlemen con- 
tribute materially to the suc- 
cess of the Standard Equip- 
ment and Supply Corporation, 
Hammond, Indiana. Left to 
right: J. J. Badalli, president; 
R. E. Conway, vice-president; 
T. Calligan, assistant buyer and 
store man; Polito, store 
man; H. H. Norden, secretary. 
L. Freeman, treasurer, was out 
drumming up business when 
this snap was taken. 


Adds Autovent Line 


@ The Jasperson Supply Com- 

pany, St. Mary’s, Ohio, has 
announced that it is now dis- 
tributing the complete line of 
fans and blowers manufactured 
by the Autovent Fan and Blower 
Company. 


New Lines for Strong, Carlisle 


@The Strong, Carlisle and 

Hammond Company, Cleve- 
land, Ohio, has arranged to rep- 
resent the Premier Bronze Cor- 
poration, St. Louis, Missouri, in 
the Cleveland territory on the 
latter company’s line of cored 
and solid bar stock. 

Another new line recently 
added by this company is the 
Craley boring tool manufac- 
tured by the C. C. Craley Manu- 
facturing Company, Shillington, 
Pennsylvania. 


Adds New Salesmen 


@ The Plumbers and Factory 
Supplies, Incorporated, Colum- 
bus, Ohio, has added to its staff 
of salesmen A. H. Kramer, for- 
merly with The Dreher Supply 
Company, and H. T Fowler, mill 
salesman, formerly with Scioto 
Valley Supply Company. 
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- 1- MODERN DRIVES +MONOBELT = 
% EFFICIENT POWER TRANSMISSION. 


2- PERFORMANCE + GUARANTEE = 
CONSUMER ACCEPTANCE. 


3- CONSUMER ACCEPTANCE+ADVER- 
TISING = BIG DEALER SALES / 


| 4 - STANDARDIZED SIZES + ADAPT— 
ABILITY = LOW INVENTORY. 


5- LOW INVENTORY + BIG SALES = 
BIG DEALER PROFITS / 


NO OTHER LEATHER BELT 


exceeds Monobelt’s wide range of adaptability. 


No other leather belt exceeds Monobelt’s record 
of performance. No other leather belt reduces 
dealer inventory from 30 to 50 percent. To 
completely modernize, industry needs Monobelt. 
Do you want your share of this real profitable 


business? If so, write to-day for information. 


Alexander@ © Brothers ~< 


Se - P @& ay £-R 7 £ oo 5S Mt Sef} 








APRIL 1935 











Taylor-made Special Wear- resisting 
Chain for Drag Lines 











Every Sand and Gravel Pit, Open Pit Mine 
and Road or Drainage Contractor is a pros- 
pect for this low operating cost product. 

The only Drag Line Chain on the market 
with Price Protection for the jobber. Its 
high quality makes the user a satisfied cus- 
tomer for the jobber. 

Literature and prices will be sent gladly 
on request. Get after the users in your 
territory on this profitable line. 

The Taylor line of profit-making items 
includes of course Proof, BB, BBB, Log, 
Loading, Sling, Crane and Iron Chains of 


all descriptions. 
SINCE 


~~ $.G.TAYLOR 
; CHAIN CO. 


P. O. Box 1297 M.S., Hammond, Ind. 


























“QUALITY 





What Profit 





In addition, the company has 
taken on the line of Republic 
Steel Company’s steel and Ton- 
can iron pipe, New York Belting 
and Packing Company’s me- 
chanical rubber line, Clevelend 
Twist Drill Company’s drills 
and reamers, and Chase Brass 
and Copper Company’s sweat 
fittings and copper pipe. 


New Warehouse for Haseltine 


® Due to increased business, the 
J. E. Haseltine and Company, 
Portland, Oregon, has completed 
a new warehouse in Portland. 
The stock that will be carried 
in this new warehouse will con- 
sist of pipe, valves and fittings. 
Also a larger stock of steel than 
formerly will be carried. 


Tubular Service Stocks Elec- 
trunite Boiler Tubes 


@®The Tubular Service Corpora- 

tion, New York, Philadelphia 
and Boston, which for some 
time has stocked mechanical 
tubing made by Steel and Tubes, 





Incorporated, is now carrying 
| stocks of Electrunite boiler 
| tubing. This makes the second 
| Electrunite distributor in the 
| New York district, the other be- 


Cada there be ~ a | ing the J. B. Astell Company. 


in the sale of the line of belting you 
handle if you have to keep selling it 
to the customer because of inefficient 
power performance and because of 
troubles that constantly arise in its use. 




















When you sell a Schieren Belt, it not 
only stays sold but brings you repeat 
orders because it has very definite 
qualities of performance—Better Pulley 
Grip, Greater Pliability, Unusual 
Strength and other dnown factors that 
make for satisfactory use. 


Why not write us today, for our 


dealer proposition? 


A 

AGB, 
e e 
Baayen 


(hut t/t 


¥ 
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Schieren en 


Belting 


ALWAYS DEPENDABLE 


NEW YORK 


MEMBER OF THE POWER TRANSMISSION COUN -IL 
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Due to the unusual cold want 
er for Baltimore, Maryland 

F. Butterfield (left) Grocafield 
Tap and Die Company repre- 
sentative requested our pho- 
tographer to keep his feet out 
of the picture. This, no doubt, 
because of the necessity for 
keeping his ankles warm. With 
Mr. Butterfield is W. L. Rey- 
nolds, sales manager for L. A. 
Benson Company. 
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Buildings and Building Management 
West Coast Lumberman 
Construction Methods 

Mill and Factory 


Timberman 


Also other issues of: 
Petroleum Engineer 
National Engineer 
Pit and Quarry 
Petroleum World 
Oil Weekly 
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FORGED STEEL 
FITTINGS 






High Pressure 














oa ved —— — | VALVES 
action by furnishing it- — 

tings, accurately machined from drop a 
forgings tested and guaranteed for ons 

rated pressures. Recommended H. P. HAND 

for high pressure and high PUMPS 
temperature, oil, water, LEATHER 

gas and chemical PACKINGS 
service. Etc. , 
















































Liberal 
Distributor 
Policy 


Write for 
Bulletins 


The W ATSON-STILLMAN CO. 
ROSELLE, N. J. 








ALLIGATOR 


TRADE MARK REG. U.S. PAT. OFFICE 


STEEL BELT LACING 


Nearly a thousand belts per hour are 
laced with Alligator Steel Belt Lacing, 
day in day out, year in year out. Easy, 
rapid application with a hammer as the 
only tool; the hammer-clinched, vise- 
like grip on the belt ends, preventing 
friction of the plies; the patented, sec- 
tional steel rocker pin which absorbs 
friction in the hinged joint; the great 
surplus of strength and long service— 
only Alligator Steel Belt Lacing com- 
bines these features which 
make it the choice of mil- 
lions of belt users. Reliable 
both on light and heavy 
duty drives. Eleven sizes. 
Made also in Monel Metal. 
You can recommend it 


“blind.” 


FLEXIBLE STEEL 
LACING COMPANY 
4633 Lexington Street 
CHICAGO, ILLINOIS 
In England at 135 Finsbury 
Pavement, London, E. C. 2 

















TRACE MARK REGISTERED 
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P. F. Callaghan (left) and L. 
Tschirky (right), both of The 
General Refractories Company, 
shown above with H. N. Crow- 
der, Jr., were among the many 
who attended the meeting held 
by H. N. Crowder Company, 
distributors at Allentown and 
Easton, Pennsylvania, on 
March 15 at Allentown. The 
program consisted of showing 
movies entitled “A Complete 
Refractory Service,” and a talk 
with questions and answers by 
W. G. Owen, assistant general 
sales manager. In addition, 
Mr. Schwartz of the Philadel- 
phia office of the Schieren Com- 
pany was also present with a 
display of Schieren leather 
beiting products. 


Officers of East Akron 
Hardware Company 


| © The present officers of the East 
| Akron Hardware Company, 
Akron, Ohio are as follows: R. 
R. Andrews, president; Fred 
Gelhart, treasurer; M. E. Beight, 
secretary and Al Parcell, sales 
manager. 

The company also announces 
that it has taken on three new 
lines as follows: refrigeration, 
bar steel and galvanized sheets. 


New Lines for Newark House 


| © Stoddard and Lively, Newark, 
New Jersey, is now distribut- 
| ing Baker industrial trucks, 
American monorail equipment, 
Robbins and Myers hoists and 
| cranes, and the lines of the 
| Standard Conveyor Company, 
Revolvator Company and Sipple 
casters and trucks. 

The management of this com- 
pany plans to add one new sales- 
man to its force during the 
coming year, the outlook for 
which is very favorable. 
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_ erpreceewrs is not only the life of trade, but also the life of a trademark. 
A trademarked product is soon put out of the running when its quality is 
excelled by competition. Isn’t it significant, therefore, that Thermoid’s trademark 


has steadily gained ground in its field for over 50 years. 


Thermoid stands for far more than quality inspired by competition. It stands for 
quality derived from pride in craftsmanship, the instinct to doa progressively 


better job, the desire to be useful to Industry. Thermoid Rubber Co., Trenton, N.J. 
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DRILLS 


When you sell your customers Shield Brand drills you 
guarantee performance and perfection, acquired thru 
constant research and the solving of varied and difficult 
production problems under the most exacting operat- 
ing conditions. There is a Shield Brand Drill for every 
drilling need. Recommend them on your calls. 


 - [HE STANDARD [0 OL Uo 


CLEVELAND, OHIO 


CHICAGO 





DETROIT 








ms 








To All Jobbers and 
Jobbers’ Salesmen 
Now Selling 





Bary 
‘ oe 


Everything is Going Fine! 
Just Keep On Saying — 


“Why Don't You Try Safety Hooks?” 


Those six words, repeated, will break them 
down, one after another. 


SAFETY BELT LACER CO. 
Factories Bldg., Toledo, Ohio 




















New Officers for Charles E. 
Hilgendorf, Ine. 


® Charles E. Hilgendorf, Incor- 

porated, Milwaukee, Wiscon- 
sin, distributor, has announced 
the following new officers: Wal- 
ter G. Hilgendorf, president; 
Fred W. Hilgendorf, first vice- 
president; Edmund J. Hilgen- 
dorf, second vice-president; 
Charles E. Hilgendorf, secretary, 
and Walter G. Hilgendorf, treas- 
urer. 


Cleveland Warehouse 
Chapter Organized 


@® At a meeting held January 
18, the Cleveland chapter of 


| the American Steel Warehouse 


| Hamilton, 





Association, Incorporated, was 
formally organized, at which 
time a constitution and by-laws 
were adopted and the chapter 
voted to apply for charter to 
operate as a unit of the Ameri- 
can Steel Warehouse Associa- 
tion, Incorporated. 

The following officers were 
elected: President, Ray D. Love, 
president, Betz-Pierce Company, 
Cleveland; vice-president, H. K. 
president, Hamilton 





H. B. Walker, president of the 
Manning Packing and Supply 
Company, Portland, Oregon. 
This company was established 
in 1910 and has always special- 
ized in packing, the principal 
outlet being the large pulp and 
paper mills and saw mills in 
the Oregon and Southwestern 
Washington territory. The 
company is exclusive distribu- 
tor for the Belmont Packing 
Company in this territory. 
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which should sell themselves, and overlook the possibilities of volume sales. 


by the manufacturers? 


CLOVER MFG. CO. 
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DIMES OR DOLLARS? 


By 


B. GALLAHER 





Editor, Clover Business Service 


Treasurer, Clover Mfg. Co. 


centrate their selling efforts on their volume lines 


ANY MILL SUPPLY JOBBERS are losing a valuable opportunity by failing to con- 


they “sell” too many cats and dogs 


Coated Abrasives are among the greatest volume goods you stock! 


How much of this volume are you getting? 


How much is being sold to your customers 


Can you answer these questions? 


Clover Color-Stripe Coated Abrasives are sold through 


the jobber, whom we place in competition—then we keep him there. 


An interesting reprint, in pamphlet form, from Clover 


Business Service, analyzes the possibilities of volume selling 


some jobbers have profited greatly by following these suggestions. 


This pamphlet is yours for the asking. 


There is no better merchandise obtainable than that sold 


under the Clover trade mark—there is no such constructive work in 


at your disposal—may we serve you? 


merchandising available outside of the Clover organization. 


Both are 








Clover Grinding Compounds 


Clover Color-Stripe Abrasive Papers and Cloths 


BOTH REPRESENT FULL VALUES 


BOTH CARRY FULL PROFITS 
They Cost You Nothing to Try 





Norwalk, Conn. 








E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 
You may send me, without obligation, samples of: 
Green-Stripe Sandpaper. 


| Red-Stripe Turkish Emery Cloth—for polishing. 


| Yellow-Stripe Aluminous Oxide Cloth—for cutting 
hard metals. The universal shop abrasive. 


oe __| Orange- Stripe Garnet paper—for woodworking. 
| Clover Grease-Mixed Grinding Compound. ma. 

















__| Clover Water- Mixed Valve-Grinding Compound. 





Name _ 
Address __ 
Character of business _ 
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126 Brush St., 


Indianapolis, Ind. 


IVEDICAP, 


ALL CORN OR CORN AND 
BAMBOO 


AMB 





ore 


: 





When you write to this address you 
are writing to a manufacturer who— 


Has produced, for over 


forty-five years, a line of quality brushes and 


brooms which has won a wide-spread reputation 


for unexcelled performance and economy. 


Has maintained a real dis- 
tributor sales policy from the very beginning 
(back in 1890)—a policy which includes pro- 
tection and real sales help. 


Has a line which consist- 
ently has enabled distributors to take the fullest 
advantage of the profit opportunities in brush 
and broom selling. 


INDIANAPOLIS 


Brush & Broom Mfg. Co. 
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126 Brush Street Indianapolis, Ind. 




































DART UriSi 
BRONZE-TO-BRONZE 


TEES—U NIONS—ELLS—SCREWED—FLANGED 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


Canadian Factory: 
Dart Union Company, Ltd. 
Toronto, Canada 





ture of construction in 
DART UNIONS produces a 
true ball joint which is non- 
corrosive, leakproof and re- | 
quires no packing. They are 
time tested and time proven 
and for 40 years have been 
“standard equipment’ with 
leading industrials, public utili- 
ties and railroads. 


HE bronze-to-bronze fea- | 
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Sales Agents: 


The Fairbanks Company, New York 
and at all branches 

















































F. W. Parker, manager of the 


mill supply department and 
purchasing agent of the well 
known Globe Machinery and 
Supply Company, Des Moines, 
Iowa, just starting out for 
lunch after a busy morning. 
And he couldn’t plan on re- 
laxing during the noon hour 
either, for his luncheon was 
also a business engagement. 
But F. W. enjoys it all, for 
the supply business is just sec- 
ond nature to him. 


Steel Company, Cleveland, and 
secretary, Fred S. Doran, man- 
ager, Cleveland warehouse, Jo- 
seph T. Ryerson and Son, In- 
corporated. These officers had 
served during temporary organ- 
ization. 

Directors elected were: L. M. 
Derge, Trumbull Manufacturing 
Company, Warren, Ohio; Walter 
Kurtz, treasurer, Peninsula Steel 
Company, Cleveland; Heskett 
Kuhn, Hardware and Supply 
Company, Akron, Ohio, and K. 
C. Bartlett, Cleveland manager, 
Wheelock, Lovejoy and Com- 
pany, Incorporated. 


Worthington Line for 
Indianapolis Belting 


® George M. Bockstahler, vice- 

president, Indianapolis Belt- 
ing and Supply Company, In- 
dianapolis, Indiana, reports that 
his company is now distribut- 
ing the Worthington line of 
pumps and compressors. 


A Handy Reference Card That 
Helps Customers 


® The Reichle Supply Company, 

Saginaw, Michigan, has _ is- 
sued to its customers a desk or 
wall card which is a real con- 
venience, particularly in cases 
of emergency. 


MILL SUPPLIES 
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THAT GOES “HAND-IN-GLOVE” 
| WITH MODERN GROUP DRIVE 
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\ great many plants are enjoying maximum savings wit 


















= Modern Group Drive, simply by using Kable Kord, the revolutionary 
PULLING 


CORDS flat belting that delivers dependable, maximum power under every 





a 


wi operating condition . .. and the only modern belting that goes 
OUTER JACKET 
PROTECTS ALL 
CORDS, FORMING 
2-BELTS-IN-1 





“hand-in-glove” with Modern Group Drive! 


Combining the pull of a power belt with the grip of a contactor belt, 


Kable Kord has minimum stretch, ample flexibility .. . and a 


positive grip! That’s why, on flat pulleys for group drives, Kable Kord 
I ; I ’ grou] ’ 


delivers more pull per square inch than any other flat belt made! 





It will pay you to get the facts on Kable Kord. .. it is equally efficient on 
flat pulleys for short centers and pivoted motor bases. The Kable Kord 


Data Book is free, and yours for the asking. Without obligation, write: 


L. H. GILMER COMPANY, Tacony, Philadelphia 





WHAT THE GILMER FRANCHISE OFFERS MILL SUPPLY HOUSES: 


1. Quality Merchandise ... Generally recognized as the finest 
power belting obtainable. 


2. Generous Margin of Profit... A most satisfactory and “inter- 
esting’ profit arrangement awaits the reliable Mill Supply House. 





3. Wide Range of Products... See list. 
Sound Merchandising . . . Sure-fire plans that “click.” 


Effective Advertising ... 1935's advertising budget is double 
that of 1934. 








MANUFACTURERS OF COMPLETE LINE OF POWER BELTING: 


V-belts... Kable Kord Roll and Endless Flat Belting...Planer Belts... Speedage Endless 
Fabric Belts ... Cone Belts . . . Roving Frame Belts ... Moulded Rubber Belts .. . Winder 


Belts... Spinner Belts... Refrigerator and Washing Machine Belts ... Conveyor Belts... 








j 
Round Roll and Endless Fabric Belting ... Endless Cotton Belts... Laundry Feed Ribbons 
BeaGe eeRe ©: SEP eee wae. | we eae 
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New Fool-Proocf 
Strain Relief 


A New HOOK 4 
to Increase 

Your Portable 
Guard Sales 


Patents 
Pending 


Large Fiat 
Handle that 
Hooks Anywhere 

















Here is a new 
and different 
portable guard 
feature to talk 
about and dem- 
onstrate. The 


Extra open hook-handle is 

Heavy broad, flat and wide. 

Welded It fits scores of places 

Non-Rolling that the old wire hook 
axe 


would not fit. Hooks, 
and stays put, on a bench 
top, over a pipe, between 
joints —and it will stand 
upright as readily as it will 
hang. Makes the portable guard 
twice as handy as ever before. 
Has many other talking points, 
too! Extra heavy, electric- 
welded, double plated cage. New 
strain-relief, stronger, easier to 
wire, relieving all strain on socket 
connection. 


The new McGill Catalog tells the 
whole story—write for your copy. 


Hook-Handle 
Models 

















What CARD quality 
offers the distributor 


Dealer 


Since 


Distribution 
1874 





i. Taps and dies of recognized quality at market prices. 


Protection on sales to the user. 


Cooperation to effect sales through a trained factory repre- 
sentative working with you and your salesmen to insure satis- 
faction to the user and to interest new accounts. 


4. The services of a modern factory and factory organization who 
are interested in you and your stocking and selling problems 
cooperating to deliver quality tools in time to satisfy a situation 
and to build new business. 


This is all effective and produces results. 


Catalog No. 33 showing the complete line sent on request. 
Are you interested? 


S:°W.CARD MFG. CO. 


DIVISION OF UNION TWIST DRILL CO. 
MANSFIELD, MASSACHUSETTS, USA. 
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This card, which is punched to 
permit hanging on the wall, if 
desired, contains the company’s 
telephone number in large type, 
and then lists the names of the 
various members of the organ- 
ization who are equipped to ren- 


der service, with their home ( 
addresses and telephone num- 
bers. It urges customers to 
“Call us at any time in case of 
emergency.” 

On the reverse side of the card 
are listed the various lines of 
supplies, tools and equipment 
carried by the company, grouped 
under two headings—“Mill and 
Factory Supplies” and “Whole- 
sale Plumbing and Heating.” The 
card is of convenient size, meas- 
uring only 63% by 31% inches. 


Will Handle Medart Line 


in Texas 


© The San Antonio Machine and 

Supply Company, with offices 
in San Antonio, Waco and Cor- 
pus Christi, Texas, has been 
appointed distributor for the 
Medart line of transmission ' 
equipment manufactured by The 
Medart Company, St. Louis, Mis- 
souri. The company will dis- 
tribute the equipment in the San 
Antonio, Waco and Corpus 
Christi area. 


Shelving Line Added by Myers 


@The line of steel lockers and 
shelving manufactured by the 

Fred Medart Company is being 

handled by George A. Myers and 

Company, Incorporated, Pater- ( 

son, New Jersey, according to V. 

A. Whitta, vice-president. 





New Lines For Myers 


@ George A. Myers and Com- 

pany, Incorporated, Paterson, 
New Jersey, has taken on the 
agency for the Autovent Fan 
and Blower Company, Chicago, 
for the northern part of New 
Jersey, according to the an- 
nouncement by V. A. Whitla, 
vice-president and treasurer of 
the distributing house. Another 
line taken on for the same terri- 
tory is Aluminol Water Proofing. 
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LEAVE THIS with buyers 






who want both Dependability and Low First-Cost 


This Valve will make ’em Sit Up and Take Notice 


A REAL “JENKINS” at a low price: That is News 


of importance. It will make any buyer “sit up and 
take notice”. With Jenkins TWIN-BOLT Tron 
Body Gate Valves you can get business whenever 
thoroughly dependable valves are wanted for jobs 
which don’t justify an investment in Jenkins 
“lifetime-service” Bronze and Iron Body Gates. 
€ Bring the new TWIN-BOLT Valves to the at- 


tention of your customers. Leave a copy of the 


attractive folder. It gives a detailed description of 


APRIL 1935 


the eight important features that make Jenkins 
TWIN-BOLT Valves exceptionally efficient and 
rugged. If you haven’t received a supply of these 
folders send the coupon at once. 

JENKINS BRO ' | Bo White Street, New York City; 510 Main Street, Bridgeport; 


524 Atlant Avenue, Boston; 133 No. Seventh Street, Philadelphia; 822 Washington 
>», JENKINS BROS.,, Limited, Montreal, Canada; London, Eng 


JENKINS BROS., 80 WHITE ST., NEW YORK CITY 


Please send 


Bivd., Chicage 
about 


folders on the new TWIN-BOLT Gate 


Company 
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Paul Metzger and John Sekin- 
ger, two of the outside sales- 
men in the mill supply depart- 
ment of Herr and Company, 
Lancaster, Pennsylvania dis- 
tributor. 


Sterling Products Company 
to Move Soon 


Chicago, will move on or about 
May 1 to larger quarters at 121 
North Jefferson Street, where 
it will occupy approximately 10,- 
000 square feet of floor space, 
on one floor. The change in lo- 
cation is being made to provide 
more room for the increased 
activities of the company. The 
present home of Sterling Prod- 
ucts is 631 West Washington 
Boulevard. 


Heims Machinists Adds 
New Lines 


corrosive Permite and heat-re- 
sisting Permite), manufactured 
by Aluminum Industries, Cin- 
cinnati, Ohio, has been added by 
the Heims Machinists Supply 
Company, Rockford, Illinois, to 


| its regular industrial lines. 


New Assistant Manager for 
Lamson and Sessions 


® George S. Case, Jr., has been 

appointed assistant general 
manager at Chicago of The Lam- 
son and Sessions Company, 
western subsidiary of The Lam- 
son & Sessions Company, Cleve- 
land, Ohio. 

Mr. Case graduated from Uni- 
versity School of Cleveland in 
1925 and entered Dartmouth in 


@Sterling Products Company, | 


© Permite aluminum paint (non- | 





that year, graduating from the 
Tuck School of Business Aq- 
ministration at Dartmouth in 
1930. He became affiliated with 
The Lamson & Sessions Com- 
pany of Cleveland in 1930 and 
has worked in various capaci- 
ties in the operating depart- 
ments of all the different plants 
and in the sales department. 


Carries Complete Steel Line 


® The Ellsworth Porcupine Com- 

pany, Bridgeport, Connecticut 
is now carrying a complete line 
of steel, including structural, 
cold rolled, black galvanized and 
corrugated sheet, plates up to 
two and one-half inches thick, 
tool, machine and _ reinforcing 
| steel. 





Kotek’s Hardware Takes On 
Plumbing Supplies 


@ Kotek’s Hardware and Supply 

House, Danville, Illinois, has 
added a line of plumbing sup- 
plies, and has put in a new dis- 
play room for this branch of the 
business. 

“We find that plumbing sup- 
plies go very well with the mill 
supplies, and that it is a profit- 
able business,” states Charles 
Kotek, owner of this house. 
“We have put a special man on 
tractors, mixers and _ graders. 
The prospects look very good for 
these items this year.” 

















Although telephone calls keep 
A. V. Graseck of W. S. Wilson 
Corporation, New York, very 
busy, our photographer was 
able to take this snapshot in 
between telephone calls. 
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“MISTER, THEY ALL 
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cee but, some electric 

tools do it at less cost than others. It is, indeed, the definite maintenance savings 
effected by Thor engineering that today is solving the electric tool sales problem 
tor Thor distributors in all branches of industry. 


For example, three times more insulation is used in Thor motors than in any other 
motor used in electric tools. This feature alone offers greater protection against 
shorts, grounds and open circuits than any individual feature of electric tool con- 
( struction. 


Throughout the entire product it is Thor quality that has for 42 years meant repeat 


business for Thor distributors. 


INDEPENDENT PNEUMATIC TOOL CO. 


600 WEST JACKSON BOULEVARD 
NEW YORK CHICAGO SAN FRANCISCO 
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ROPER SELLING OPPORTUNITIES 





Your market for hand and power Roper Rotary 
Pumps is broad enough to include almost every 
concern you are now contacting—and many 
others. More and more pumps will be sold as 
conditions continue to improve, and each sale 
of a pump—when it's a 


definite profit. 
profits. 


Write today for bulletin MSR-1 and the Roper 


selling plan. 


Geo. D. Roper Corp. o o 


Roper—produces a 


Get YOUR share of these 





GENERAL USE 
for handling any 
clean liquid 


Rockford, Ill- 





——« DEPENDABLE - SINCE 18657 








The New 


VEELOS «V” BELT 


—bhetter for users 
—hbetter for distributors 


The new Veelos “V” Belt 
represents a radical improve- 
ment in “V” belting. It 
ideally fills the need for a 
belt that can be made end- 
less on the job without lac- 
ing, splicing, or fasteners. 
Veelos “V” Belts are strong 
and smooth running. Users 
find that they offer greater 
efficiency and longer life 
than the average moulded 
V-Belt. 

Smaller stocks are required 
by distributors when they 
sell Veelos “V.” Made of 
rubber impregnated fabric 
segments assembled at the 
factory and shipped in rolls, 
Veelos 


—_ 













Showing principle of as- 
semb from Rndividoal 
links. 

U. 8. Patent 
1382888 


The only rubber 
detachable link 
belt on the mar- 
ket. 
thick. 


3 to 5 links 
In successful operation in England for six years. 


special tools) from the several sizes carried in distributors’ stocks. 


Check into the exceptional sales and profit opportunities of this new and better “V” | 


belting now. 


MANHEIM Mre6. & BELTING Co. 


407 S. Dearborn St. 
Chicago, Ill. 


Manufacturers of Famous 


VEELOS BALATA BELTING 


MANHEIM, PA. 


350 Broadway 
New York City 


that is Guaranteed to give Satisfactory Service 
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“V” Belts are quickly made endless in any desired length (without the use of 


Neal Company Paid Bonus 
in 1934 


@ R. C. Neal Company, Incorpo- 

rated, Buffalo, New York, has 
announced that a bonus was 
paid to all its employees at the 
end of 1934, and has inaugu- 
rated the following bonus plans 
for 1935: 


Extra renumeration will be 
paid for new accounts, extra 
renumeration for making any 
particular account equal last 
year’s purchases within a given 
period of time, and extra re- 
numeration for increase in prof- 
its for the year 1935 over the 
year 1934. 

In the second plan the per- 
centage is graduated so that the 


| renumeration is greater if last 


year’s volume of any particular 
customer is equalled in the 
earlier months of 1935. 


Salesmen Informed on 


All Lines 


® G. L. McKewin, mill supply 

department manager of Far- 
well, Oxmun, Kirk & Company, 
St. Paul, finds that knowing his 
line is only a part of the job of 
the supply salesman. A knowl- 


edge of the other fellows’ line 
is equally important. 


G. L. McCKEWIN 


Not long ago this firm re- 
ceived an order for a car-load 
of sewer pipe. Though they do 
not handle this item they con- 
tacted a source of supply to the 
satisfaction of the customer. As 
the order was placed with an- 
other customer of this distribu- 


MILL SUPPLIES 











LT TL, gy TN TT OE gs ee - 


<r 














—— 


AOI EN gy TT TI oe 


Or 











tor, two birds were killed with 
one stone. 

The order desk of this com- 
pany is the front line in its fight 
for business. For that reason 
every effort is made to furnish 
telephone customers with all in- 
formation possible on any items 
for which they might inquire. 
If they do not handle the item 
called for, they are informed as 
to where the customer can make 
his purchase. 

Customers are appreciative of 
this service and the tendency is 
created to call Farwell, Oxmun, 
Kirk and Company when in 
doubt as to where to obtain cer- 
tain goods. Many additional or- 
ders come as the result of cus- 
tomers trying this distributor 
first when in doubt. 


Ryerson Distributes Permite 
Bronze Bars 


® Permite leaded bronze bearing 

stock in bar lengths up to six 
feet now comes to industry for 
the first time through the exclu- 
sive distributorship of Joseph T. 
Ryerson and Son, Incorporated, 
according to a recent announce- 
ment by the sales management 
of Ryerson. 

Permite bars are available 
through Ryerson in all the 
standard bronze alloys, in 
lengths up to six feet. Diam- 
eters available are 5% inch to 2 
inches by sixteenths, and the 
stock is turned to an accuracy 
of plus or minus .002 inch. 


Canton Supply Adds Janitors 
Supply Department 


® The Canton Supply Company, 
Canton, Ohio, has announced 
that it has added a janitors’ sup- 
ply department. 
The company has added Phil 
A. Mullally as salesman to its 
staff. 


New Distributors Added 
® The following industrial sup- 

ply houses have recently taken 
on distribution in their respec- 
tive territories of the equipment 
manufactured by the Autovent 
Fan and Blower Company, Chi- 
cago: Central Mill and Plumb- 
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"Talk your 


CUSTOMER’S 


language 
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are frequently lost when 


salesmen are not sufficiently informed 
to be able to talk about a product in 


terms of the customer's needs. 
You will never encounter this condition 
in so far as packings are concerned—if you 
standardize on the Belmont line. 


The Belmont Plan presents two vitally im- 
portant features that are of the greatest value 





to your salesmen 


ey 


all mayor 


the customer to see and 


BELMONT SAMPLE KIT 


fits the pocket, yet includes 


enables 
judge the 


types of packings 


quality. 

2 THE NEW BELMONT CATA- 
A « LOG NO. 33—it not only shows 

the complete line, but also contains 


sales plan 





comprehensive Packings service recom- 
mendations to help your salesman an- 
alyze customers’ requirements. 


Write us today for the complete Belmont 


It will point out the way to 


increased sales and profits. 


THE BELMONT PACKING & RUBBER CO. 


Butler & Sepviva Streets 


“There ts a lites Decline for Every Service’’ 


Philadelphia, Pa., U. S. A. 














DISTRIBUTORS 


NEW 
STANDARDS 
OF 
EFFICIENCY 





If you're interested in stepping up 
hack saw sales—if you want a line 
that will win in competition—inves- 
tigate Blu-Mol. It’s the sensation of 
1935. 
are still open. Why not write today? 


A few worth while franchises 


Millers Falls Company 
Greenfield, Mass. 
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ing Supply Corporation, Co- 
lumbus, Ohio; R. C. Duncan 
Company, Minneapolis; George | 
A. Myers and Company, Incor-| 
porated, Paterson, New Jersey; 
Fort Wayne Pipe and Supply | 
Company, Fort Wayne, Indiana, 
and The Jaspersen Supply Com- 
pany, St. Mary’s, Ohio. 


1935 “Train of Hardware 
Progress” 


® Executives, department man- 
agers and manufacturers’ | 
representatives were aboard | 
Kelly-How-Thomson Company’s | 
1935 “Train of Hardware Prog- 
ress” when it steamed out of 
Duluth, Minnesota on January) 
5 on its second annual tour of | 
the entire Northwest. The) 
route will cover 3,800 miles with | 
stops in 55 cities. 
Traveling salesmen joined the | 
train at various points in their | 
respective territories. | 
| 

| 

| 
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Answers to Questions 
on Page 13 








1. Q. In making sure that your | 
customer gets maximum service | 
from the wire rope you sell him, 
why is it important to be sure| 
that the socket be put on abso-| 
lutely straight? 

A. Uniform loading is assured | 
if the socket is on straight. If | 
it is at the slightest angle, the | 
axes of the rope and socket are 
not coincident and some of the 
strands within the rope are over- | 
loaded. 

2. Q. Is the steel used in the 
manufacture of files the same as 
that used for other tools? 

A. No. It is a special grade of 


straight, high carbon steel 
known as “File Steel.” 
3. Q. What information is 


necessary in ordering special 
milling cutters? 

A. Diameter, width of face, 
size of hole. If end mill, size of 
shank, length of flute, high speed 
or carbon. If screw slotting or 
metal slitting saw, diameter, 
thickness, size of hole, high 
speed or carbon. 


4. Q. How should globe and 








The New 
IMPERIAL 


WELDING ROD 
Merchandiser 


yer 
poperta 

tT. WELDING ROD VT 

. SUPPLIES 





What it does: 


@ helps build profitable welding 
rod sales. 


@ provides a convenient and effi- 
cient method of buying, stocking, 
and selling welding rod. 


to have proven that this 
new Imperial Merchandiser is a big help in 
developing welding rod business. 


It can be located on display floor, used in 
industrial shows, or placed in your window. It 
permits the convenient stocking of a complete 
assortment of rod- each rod type being on a 
different shelf and plainly labeled. 


This Merchandiser is sold as a complete unit 
stocked with recognized quality Imperial rod 
to meet your customers’ requirements. It is 
well worth your investigation. 


ALSO MANUFACTURERS OF IMPERIAL 
FITTINGS, PAINT AND SPRAY 
EQUIPMENT AND SETTE FAUCETS 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Recine Avenue 


Com ' £ ASS O 
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angle valves be installed on 
boiler feed service? 

A. With pressure under the 
disc. This is a requirement of 
the A.S.M.E. Boiler Construction 
Code to prevent the possibility 
of the flow being shut off in 
event the disc should become 
separated from the stem. 

5. Q. In transmitting power, | 
when may a cast tooth gear be 
recommended ? 

A. A cast tooth gear is highly | 
satisfactory for slow speed in- | 
stallations. 

6. Q. For what purpose is a | 
swivel jaw vise provided? 

A. They are made to hold ta- | 
pered and odd shaped pieces. 
By nature of their construction, | 
they are more delicate than ma- 
chinist’s vises and will not stand 
the same abuse. 

7. Q. Why should gage cocks | 
(try cocks) be tried each day | 
instead of relying solely | 

| 


the gage glass to see if water 
levels are correct? 

A. Particles of scale may be- | 
come lodged in the pipes leading | 
to the glass causing it to register | 
a false level. It is safer to try 
the gage cocks several times a | 
day. 

8. Q. In servicing an account | 
on blades for a hack saw ma- | 
chine, it is found that the saws | 
do not cut straight, running in 
or out at an angle. Where would 
you look for the trouble? 

A. In cases of this kind it is 
usually found that the blade has | 
not been strained tight enough | 
in the frame or else the machine | 
itself is out of line. 

9. Q. In figuring a rubber con- | 
veyor belt installation for han- 
dling dry sand, what should be 
the maximum angle of incline? | 

A. Fifteen degrees. The angle | 
of inclination for any material | 
should be at least 10 degrees less | 
than the angle at which material 
will slip on the belt. This angle 
varies with materials from 10 
degrees to 25 degrees. 

10. Q. What is the velocity (in 
feet per minute) of a transmis- 
sion belt operating over a 34- 
inch diameter pulley running at 
420 revolutions per minute? 


34 x 3.1416 « 420 


| 
| 
} 
| 
| 
| 
| 
| 


A. 8= 





12 
— 3738 feet per minute. 
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Here’s performance 
you CAN sell! 


@ Performance counts! Sell performance! Here's performance you can 
sell! High operating Speeds because of a specially designed, liberal 
size, fully enclosed motor..... Low-cost Maintenance as a result of 
correct design, simple construction and long-life materials. .... Absolute 
Safety, due to the use of alloy steel shafts, heat treated gears and 
pinions and Tru-Lay Preformed Cable..... Interchangeability of mount- 
ings which makes for suitability to any type of installation..... Wide 
range of Capacities — from 500 to 10,000 Ibs..... Check your Wright 
literature for further details of these important sales points. 


@ Wright Chain Hoists, too, have a selling story behind them which is 
just the kind of a story mill supply salesmen like to tell. 

















J WRIGHT MANUFACTURING RW 
DIVISION OF THE |ACco) AMERICAN 
CHAIN CO., Inc. 


York, war Pennsylvania 
In Business ¥ is for Your Safety 
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slip. 


it will. 








Prolong belt life. 
tion costs on bearings. 


BELT 
CLING-SURFACE CO., 


A Money Maker for you 


BECAUSE 
A Money Saver for them 


M \anufacturers don’t buysa product the sec- 
Mond time which doesn’t do what they were 
told it would the first time! 


We say CLING-SURFACE will do these 
things: Enable belts to run slack without 
Reduce lubrica- 
We say it will because we know 
It has in fifty thousand plants! 
consumer trade is repeat business. 
it, sell it again and again because it performs an econom- 
ical, worth while service. Cling-Surface is a profitable 
item to sell for the reason that it is a very profitable 
product to use. 


( JLING-QURFACE 


PRESERVATIVE 
1017 Niagara 


Save power. 


The men who sell 


85% of our 


St., Buffalo, N. Y. 

























































Nos. 0, 1 and 2. I 
long wearing bearings an 


Buyers know they can 
depend on  Desmond- 
Stephan dressers and cut- 
ters. For more than 25 
years this has been the only 
complete line of wheel 
truing tools 








Send for these 
Important Sales 
Helps 

® Desmond Dresser 


and Simplex Vise 
Catalogs 


@ Catalog Sheets for 
Distributors’ Salesmen 


®@ Up-to-date 
lists 


price 

















Desmond-Huntington Dressers with 


cutters. 


It is important to note 
that the solid steel slide 
is found only on Sim- 
plex Vises. Customers 
will recognize the extra 
strength and service- 
ability which this exclu- 
sive feature provides. 
Tell them about it. 


A GOOD MARKET becomes Better 


when you sell Recognized Quality 


DESMOND GRINDING WHEEL 
DRESSERS and CUTTERS 


Improved business means that 
most industrial plants in your 
territory need dressers, cutters, 
and vises NOW! And _ the 
recognized quality of the Des- 
mond-Stephan line makes your 
selling job simple. When you 
push this line you are assured of 
making both profits and friends 


SIMPLEX STEEL 
SLIDE VISES 





Stationary Base 


The DESMOND-STEPHAN MFG. CO. 
URBANA, OHIO 





J. “Jack” Mathe, Parker- 
Kalon representative, holds a 
sidewalk conference with three 
salesmen with T. C. Ulmer, 
Incorporated. Left to right: 
Charles Reichley, Jack Mathe, 
Ray Stock and William Vogt. 











Every Drilling Machine 


Owner Is a Prospect 
(Continued from page 12) 





















proximately the thickness of the 
web in a new drill. The point 
of the drill is really not a point 
at all, but a line as long as the 
web is thick. If the drill is prop- 
erly ground, this line is 115 to 
120 degrees behind the cutting 
edge when clearance is 6 to 9 de- 
grees (for steel) and 135 degrees 
behind when clearance is 12 to 
15 degrees (soft materials). 
Unless these elements are not 
all correct, the drill will not bite 
in properly, it will throw an ex- 
cessive strain on the machine, 
there is not sufficent chip clear- 
ance (if web is thick), the chips 
will not be broken up properly, 
the point may crumble or the 
edges burn. (Incidentally, for 
cutting copper and brass, it is 
often good to grind the cutting 
edge down slightly, making the 
angle of the edge greater.) 
Caution drill users about 
grinding too. Drills are expen- 
sive, and unless they are ground 
properly, they don’t last long. 
Too rapid heating or cooling will 
cause a drill tochip or check. If 
ground wet, they should be kept 
flooded with coolant, not merely 
dipped in from time to time. If 
ground dry (and it’s better to 
grind dry than to grind with 
occasional dipping), grinding 
should be done more slowly to 
avoid overheating, and the dril! 
should be allowed to cool before 
being put back to work. Cn cold 
days, it may be advisable to 
warm the coolant slightly so that 
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Salesman Extraordinary 








; pre ey no , salory hace 


If the manufacturers whom you represent are 





jon. + Th 
advertising their products in “Factory” you are - commiss Bes 
getting the advantages of an extra salesman work- ° expens® 
ing for you without pay. Me has n sey 
“Factory” is read and used by the operating of- ee | : 
ficials of manufacturing plants in your territory. re on Y your cus 
These men are your customers or prospects. They e calls watt st i ie 
buy directly or indirectly the things you sell. pec! ‘tomers the! : eae M. 
Send f ] f “F * and check th Pas - es 

end for a sample copy o actory” and chec e a ne 


advertising pages. See what kind of advertising 
support you are being given. Note particularly the 
constructive editorial job “Factory” is doing to pro- 
mote the modernization of plants and operating 
methods. 


et wy y all ened 










Whom you're selling and what you're selling are major 
concerns with “Factory” for both of us are catering to 
the wants of the same men. 


~ BACTORY = 


MANAGEMENT and MAINTENANCE 


Published by McGraw-Hill at 330 West 42nd Street, New York 
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“CADMIUM 


PLATED....that's | 


the Reason” 


@ Mill supply houses and 


their salesmen alike 


ap- 
preciate the tremendous 
sales possibilities afforded 


by cadmium plated ARRO 
EXPANSION BOLTS and 
Allied Products. Cadmium 
Plating means rust, moisture 
and oxygen resistance. Added 
to ARRO quality and prac- 
tical design . .. it means a 
line of merchandise—easy to 
sell—easy to turn-over—real 
profit earners. The cost is 
no more than for ordinary 
expansion bolts. 


Write for complete description and 


jobbers’ private discount sheet. 


ARRO EXPANSION BOLT 
MARION, OHIO 


co. 


Originators of Cadmium 
Plated Expansion Bolts 


ARRO™ 


REG. US. PAT. OFF. 


EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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the drill will cut better and last 
longer. 

The two common drill mate- 
rials are carbon steel and high- | 
speed steel. Drills made of the) 
latter are more expensive but 
are stronger, longer lived, and | 
more suited to production use in 
drilling hard materials. They’re 
almost always worth the added 
investment. For heavy drilling 
in larger sizes, there are drills 
with oil passages inside the cut- 
ting edge, and there are chro- 
mium-plated drills to give longer 
wear and greater flute smooth- 
ness (particularly important in 


drilling fiber and Bakelite). 
There are also 3- and 4-fluted 
drills for enlarging cored, 


punched or small-drilled holes. 
They are stiffer, due to a thicker 
web, therefore are not so likely 
to run crooked in following a 
crooked cored hole or in striking 
a hard spot. 

It is essential that you know 
something of feeds and speeds 
to sell drills. Operators com- 
monly run drills too fast or too 
slow, at too high or too low a 
feed. This means burnt-up or 
broken drills and poor produc- 
tion or hole quality. Of course, 
the drill will always be blamed. 
You can protect yourself by hav- 
ing some sort of table of feeds 
and speeds (drill makers supply 
them) or create goodwill by hav- | 
ing some printed up for free dis- 
tribution. This will give you a 
chance to talk to the man on 
the job. 

Here are a few sample speeds: 
In cast iron, a %-ineh drill 
should run about 2,300 r.p.m., a 
'~-inch drill twice that fast. 
Carbon-steel drills will stand 
only about half this speed, so 
high-speed drills are usually bet- 
ter, unless soft metals are usu- 
ally drilled. A No. 80 drill can 
be run at speeds up to 10,000 
r.p.m., so, in order to get high 
speeds with the useful upright 
machine, “speeders” or high- 
speed attachments areused. They 
are simply small speed changers 
mounted in the machine spindle, 
or more accurately, a chuck with 
multiplying gears inside, so that | 
the drills turn much faster than 
the spindle. 








Feeds are figured on the ma-| 
terial and the speed, and are 
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FOR MORE SALES 
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Ask your customers to check 
their tool room stock and replace 
broken, worn-out equipment with 
Stronger, Longer-wearing, Safety 


Tools like the 





PIPE WRENCH 


DROP FORGED 
HEAT HEATED 
CHROME MOLYBDENUM 
AND NICKEL STEEL 


Trimont Mfg.Co., Roxbury (Boston),Mass. 
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given in inches per revolution of | 


the drill. (A good high-speed 


drill will stand as much as 150 | 
feet per minute cutting speed in | 
cast iron, although common | 
practice is to hold feed down to | 
around 80.) Drills as small as | 


14, inch are usually fed at rates 
of 0.004 inch per revolution, 


l-inch drills up to 0.007 inch, | 
and over 1% inch up to 0.010 | 


inch per revolution. 
But let’s get back to acces- 
sories you can sell. Boring bars 


will permit the drill press to do | 


a lot of boring which otherwise 


the owner might have to send | 


out. With a keyseating attach- 
ment he can mill in his own slots 
and keyseats. Tapping attach- 
ments permit tapping holes and 
provide reversal to back out the 
tap. He can even grind or hone 
if he has proper equipment. If 
he is doing production work he’ll 
need a “magic” chuck that per- 
mits him to change drills or 
reamers without stopping the 


machine. But the story is end- | 


less—read the chart and cap- 
tions and you'll see how good 


potential buyers the drillpress | 
owner and operator are. Just | 


let them know you have what 
they need. 

Then, of course, there are 
transmission belts and lacing if 
the driller is belt driven, coun- 
tershafts, belt shifters, belt 


guards, clutch parts. He’ll need | 


chip and coolant guards, perhaps 
may even install his own coolant 
pump and piping. Then he'll 
buy his coolant too—usually a 
dark brown oily fluid which 
turns white when mixed with 
the proper amount of water. He 
also needs lubricating oil, grease 
for the change gears, kerosene 
if he’s drilling tough materials 
(for drillng very hard steels, you 
might tip him off to this com- 
pound: 1 part sulphur, 1 part 
cylinder oil, 2 parts castor oil), 
waste and baled rags, blue car- 
penter’s chalk or Prussian blue 
(for layout work), work lights 
and cable—anything from a 
chain hoist to a small crane with 
suitable slings and chains, nuts 
and washers for his holding- 
down bolts, to say nothing of 


that big need for replacement | 


parts for all his accessories. All- 
in-all, he’s a good prospect. 
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FORD CHAIN BLOCK COMPANY (acco 
Philadelphia, Pennsylvania em / 


An Associate Company of the American Chain Company, Inc. Ww & | 
cops = y— 





There isn’t a 
plant that 
cannot use 
Chain Hoists 
---and there 
isn’t a Mill 
Supply Sales- 













mam that 


eannot sell 


FOR 


TRIBLOCS ano TROLLEYS & 





rie HOISTS are a very essential piece of equipment 
in every manufacturing plant. 


Yet few manufacturing plants are sufficiently equipped with 
this important unit of material handling equipment. 


This situation presents an ideal opportunity for Mill Supply 
Houses and Mill Supply Salesmen! 


And because of their correct design; the excellent materials 
employed in their construction; the over-margin of safety 
that is built into them; the wide range of capacities incor- 
porated in the line as a whole, no other line of Chain Hoists 
present the sales possibilities to be found in Ford Triblocs and 
Trolleys, Ford Screw Hoists and Ford Differential Hoists. 


In addition to all the other factors which provide compelling 
sales arguments, there is also the fact that the prices in the 
Ford line are lower, considering the quality. 


Check over your daily sales inventory (if you keep one — 
and you should do so) and you will find the Ford line well 
toward the top of the list when you consider the size of each 
unit of sale, the sales volume, the turnover and the profit. 


If you need a fresh supply of literature on Ford Triblocs 
and Trolleys, please write 





Ne 





IN BUSINESS FOR YOUR SAFETY 
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SALES POSSIBILITIES IN NEW PRODUCTS 





Hollow Back Shovel 





© A FEATURE of a new type of hol- 
low back shovel recently brought 
out, is the employment of “Tem- 
Cross” steel, originally developed by 
the same manufacturer for use on disc 
plows and other tillage tools in strong 
soil. Advantages claimed for it by 
the manufacturer include light weight. 
ability to hold cutting edge unusually 
well and long wearing qualities. It 
is rolled to give an interlocking mesh- 
grain structure. This new shovel has 
rolled shoulder, round or square point. 
black or polished finish (the alloy, A 
and B grades, heat-treated). The 
slender socket design gives great 
strength, according to the manufac- 
turer.—Ingersoll Steel and Dis« Com 
pany, New Castle, Indiana. MILL 
SUPPLIES, April, 1935. 


Lift-Truck 





© A MULTIPLE-STROKE lift-truck 

just announced incorporates a num- 
ber of new mechanical and operating 
features. It has slide lift, each stroke 
of the handle requiring the same lift- 
ing effort; ball bearings for easy 
rolling and to take care of side thrust 
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on wheel hubs in turning corners; 
adjustable lift, providing for lifting 
of load with eight short strokes or 
four full strokes; automatic dis- 
engagement of handle upon release 
of holding latch; oversize release 
check; smaller number of parts, 
spring handle holdup, low turntable, 
oversize king-bolt, angle lift, light 
pressure release latch, chilled wheels, 
rounded corners and automatic lifting 
latch. Other features include free 
wheeling, high frame clearance, high 
lift (a full three inches) for rough 
floor conditions, up or down inclines, 
in and out of elevators and freight 
cars; wide spread front wheels and 
broad handle grips. It is made for 
all sizes to fit any existing needs, the 
“Speed Boy” taking loads up to 3,500 
pounds capacity, and the “Big Boy” 
up to 6,000 pounds. “S” narrow model 
of “Speed Boy” has width of 18 
inches; “SK” wide model, 25 inches. 
Same widths apply to “X” narrow 
model and “XK” wide model of “Big 
Boy.’ — Barrett-Cravens Company, 
Chicago, Illinois. MILL SUPPLIES, 
April, 1935. 


Plug Type Valve 





® DESIGNED for’ service where 

there is excessive wire drawing or 
destructive action of any kind on the 
valve seat or disc, such as when used 
for drip, drain, throttling, and so 
forth, a new plug type valve has just 
been brought out. The long seating 
surface between the plug and seat is 
claimed by the manufacturer to in- 
sure added life. When these surfaces 
become scored or cut, they can be 
readily reground or renewed, if neces- 
sary. The angle of the plug and 
seat ring sealing surfaces produces 
a uniform distribution of the stream 


flow when passing between these com- 
ponents. It is claimed that the force 
of the stream cannot be concentrated 
on any part of the plug or seat and 
produce erosion or wire drawing. The 
seat ring is screwed into the dia- 
phragm, simplifying renewal. Both 
seat and disc are made of special! 
nickel alloy of high Brinnel hardness 
and can be _ reground indefinitely 
without removing the valve from the 
line. A shoulder on spindle affords 
a back seat which permits packing 
the stuffing box under pressure when 
the valve is wide open.—The Fair- 
banks Company, New York, N. Y. 
MILL SUPPLIES, April, 1935. 


Piston Ring Seal 





® THE bearing inner race of this 

piston ring seal is not notched but 
has four flats outside diameter which 
are engaged on each side by cor- 
responding flats on inside diameter on 
two locking collars used. Each collar 
has two set screws and carries a 
piston ring, which provides an effec- 
tive seal, adequate for all dirt, dust 
and water conditions, excepting the 
most extreme. Shafer piston ring 
seal is furnished only in Shafer stand- 
ard double row radial-thrust roller 
bearings.—Shafer Bearing Corpora- 
tion, Chicago, Illinois. MILL SUP- 
PLIES, April, 1935. 


Aluminum Paint 


® SCALE-LIKE metal sheathing for 

protection plus a smooth, brilliant 
finish are claimed for a “flexible” 
aluminum paint recently developed. 
According to the manufacturer, dirt 
and dust do not attach themselves 
readily to the surface. He states 
further that because of water-re- 
sistant qualities (including _ salt 
water), it takes washing well and 
strongly resists chemical fumes, 
humid atmospheres, corrosion, rust 
and decay. One standard grade 
serves equally well indoors and out- 
doors, it is claimed.—Roxalin Flexible 
Lacquer Company, Elizabeth, New 
Jersey. MILL SUPPLIES, April, 
1935. 
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Check these plain facts regarding the profit possibilities in Johnson UNIVERSAL 
Bronze. 


During 1934 Johnson Bronze Distributor: report a stock turnover of from 4 to 
20 times. Add to this the fact that their profit range is both wide and constant. 
i Then remember that Johnson UNIVERSAL Bronze is the highest quality 
bronze on the market, saves the customer both time and money and yet sells 
at competitive prices. 


Such outstanding features as complete machining—ID—OD and Ends of the 
Bar Bronze and the wide range of sizes—{over 600)—in General Purpose 
Bushings give the line distinct sales advantages. 


| A Johnson Franchise for your territory means a pleasant and profitable con- 
nection. Our six point policy guarantees you 100% cooperation and absolute 
protection. Our sales and advertising aids show you how to successfully 
market the line—and every industry in your district is a constant user of Bronze. 





Write today for complete details. 


JOHNSON BRONZE COMPANY 
535 SOUTH MILL STREET, @ NEW CASTLE, PENNA. 
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SALES POSSIBILITIES IN NEW PRODUCTS 





Horizontal Duplex Power 
Pump 





® AN 18-inch stroke totally-enclosed 
horizontal duplex power pump for 
a wide range of services has just 
been announced. The power end is 
self-contained and supported on the 
foundation throughout its length. The 
manufacturer states the complete 
pump may easily be set up without dan- 
ger of misalignment, and once set, it 
is permanently in line. The frames are 
cast enbloc and all moving parts are 
totally enclosed. The crankshaft, 
pinion shaft and crank pin bearings 
are self-contained, double-row, tapered 
roller anti-friction type. An oil pump, 
driven by a crank from the pinion 
shaft, supplies oil for the flood lubri- 
cation of all bearings and the pres- 
sure spray lubrication at the inter- 
mesh of the gear and pinion. The 
main gear and pinion are full herring- 
bone and may be of any ratio required 
up to 9.66 to 1. The totally-enclosed 
power end is designed for use with 
either the packed piston or outside- 
end-packed plunger types of Iqiuid 
ends for either hot or cold liquids.— 
Worthington Pump and Machinery 
Corporation, Harrison, New Jersey. 
MILL SUPPLIES, April, 1935. 


Hand Lift Trucks 


®A NEW line of hand lift trucks, 
known as the “Zephyr,” has been de- 
veloped specifically for those users 
whose average load is from 300 to 
1,000 pounds. It weighs less than 
half as much as the conventional 
type of lift truck for this class of 
service. It will handle a 36-inch by 
42-inch skid platform in a four-foot 
aisle. Steering through a _ caster 
wheel permits the use of this truck 
in a minimum amount of operating 
space. In order to elevate the load, 
the operator grasps the handle, de- 
presses the treadle and leans back, 
his weight by this leverage action 
lifting the load. The handle remains 
in position to pull the load away. In 
lowering, the operator pulls down on 
the handle, depresses the treadle and 
lets the weight of his body act as a 
counterweight. Load may be pushed 
or pulled with handle locked in verti- 
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Wide faced roller bear- 
wheels and ball bearing 


cal position. 
ing type 


-m 








swivel caster have a normal rating 
fifty percent higher than truck ca- 
pacity. Wearing parts are accessible 
and easily replaced. Reinforced steel 
plate welded between side rails pro- 
vides a deck which will permit han- 
dling loads with or without skid plat- 
forms. Engagement of the platform 
with lifting mechanism is positive. 
Platform cannot be accidentally re- 
leased when locked in elevated posi- 
tion. In lowering, handle travels 
away from the operator. The frame 
has a width of 18 inches; lift, 2 
inches; ground clearance, 1{ inches. 
Wheels are 54 inch diameter by 2 
inch face rear, and 5 inch diameter 
by 2 inch face front.—The Yale 
and Towne Manufacturing Company, 
Philadelphia Division, Philadelphia, 
Pennsylvania. MILL SUPPLIES, 
April, 1935. 


Die-Making Machine 





© ONE of the outstanding features ot 
this die-making machine lies in the 
quickness, ease and simplicity of al! 
its adjustments and it is convenient 
to use on a large variety of work be- 
sides the usual die sawing and filing. 
The machine has a V-belt drive; } 
horse-power, 1,725 r.p.m. single phase, 
60 cycle, 110 volt alternating current 
motor; power feed, 2 inches between 
blade and feed finger; chucks and 
adapters capable of holding any files 
and stones 4 inches to 14 inches (saws 
4 inches to 10 inches) ; a 9 by 14 inch 
table which tilts 20 degrees front, 10 
degrees back, 41 inches from the floor. 
Height of machine is 484 inches and 
floor space 22 by 19 inches. Weight 
with stand is 260 pounds bare, 322 
pounds complete, 275 pounds filing 
only and 282 pounds without feed.— 
Foley Manufacturing Company, In- 
corporated, Minneapolis, Minnesota. 
MILL SUPPLIES, April, 1935. 


Small Size Steam Trap 





® THIS’ small type, mechanically 
operated steam trap, called the 
“Baby  Ajirxpel,” is particularly 


adapted to many applications where 
a small individual trap on each drain 
is desired. It is recommended by the 
manufacturer for unit heaters, driers, 
cookers, pressing machines, multiple 
roll ironers, radiation and steam 
tables, coffee urns, and so _ forth, 
within the range of its pressure—O to 
120 pounds—and its capacity, which 
ranges up to 1,085 pounds of wate) 
per hour. This trap, known also as 
“O-Five-O,” discharges both air and 
condensate automatically, and is said 
to be non-air-binding. It has a one- 
piece, pressed steel body, the cover is 
a casting of semi-steel, and the re- 
taining ring is made of bronze for 
easy removal. The bucket and in- 
terior parts, the valve and seat are 
of stainless steel. The male thread 
connection on inlet permits screwing 
trap directly into apparatus to be 
drained, making a close-coupled, com- 
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IKE many other jobbers, he had failed to 
make real profits from paint sales. 


But he tried again—this time selling Per- 
mite Ready-Mixed Aluminum Paint “by the 
foot”. He found that his customers already 
knew something of Permite’s advantages 
from advertising in leading trade publica- 
tions. He told his salesmen to forget paint 
claims. He armed them with these Permite 
facts: 50% greater coverage; lasting bril- 
liance; and a lower cost “by the foot’, and 
by the year. 


It worked! He pulled his paint business out 
of the price competition class. He sells Per- 
mite to his largest and smallest consumers, 
always at a profit to himself. Now he’s ex- 
panding, digging enthusiastically into the vast 
aluminum paint market his territory holds. 


If you’ve never tried—or if you’ve tried and 
failed—to make your organization “paint 
minded”, we say try again— TRY WITH 
PERMITE! Details of the attractive Per- 
mite franchise will be sent you on request. 


ALUMINUM INDUSTRIES, Inc. 
Cincinnati, Ohio 






tective long after ordinary paints would fail. 
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tion .. . often saves the second coat. 





BUT NOW HE’S SELLING PERMITE 
—AND MAKING MONEY 





P Here are your PERMITE SELLING WEAPONS 


MORE CONVENIENT—hecause it’s ready-mixed—always f GREATER REFLECTIVITY —for industrial interiors, 
ready to go to work—never hardens or darkens in the can. 


LONGER LASTING—its non-oxidizing synthetic 


vehicle ee = ‘ 
and vacuum-exploded pigment keep it brilliant and pro- & COSTS LESS—Because every gallon of Permite spreads 


HIDES BETTER—Permite’s maximum “leafing” . - pr ak pee, ee : ‘ 
powder-pigment assures satisfactory hiding and protec- MADE IN TWO TYPES—NON-CORROSIVE 


of the 


RMITE@PAINT 


COSTS LESS 

























Permite gives an easy-to-clean, highly reflective surface 
that brightens the whole plant. 


50%, farther, and lasts longer than ordinary paints, Per- 
mite costs less “by the foot” and by the year. 


AND HEAT-RESISTING TO 1000° F, 


“BY THE FOOT” 
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PERFORMANCE has es- 
tablished Star “Moly” hack 





saw blades in a position of leadership in 
the metal cutting industry. 
hack saw every one of your salesmen will 
A demonstration creates a new, 
permanent account. 


It's the one 


Sold only through Mill Supply and 


Hardware Distributors 


CLEMSON BROS., Inc. 


MIDDLETOWN, N. Y. 
@so21a 


RODUCE 








The “Wilco” No. 106 Pipe 


Ilhreading Machine 
Equipped with three jaw universal chuck 
on front of spindle for gripping the pipe 
and a self-centering chuck on rear of 
spindle to assist in centering pipe accurately. 
Capacity 1%” to 6”. 


You can sell the “Wilco” No. 
106 Pipe Threading Machine 
with complete assurance that 
your customers will receive 
exceptional VALUE! 

“Wileo” No. 106 is ideal for 
general purpose maintenance 
pipe threading. It cuts clean. 
perfect threads at low cost and 
is built to “stand the gaff” of 
long, hard use. 


The high performance and 
relatively low cost of the 
“Wileo” No. 106 are re- 


sponsible for its widespread 
popularity. 


Write today—NOW—+for complete 
information. 
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Stocks and Dies « Pipe and Bolt Machines + Pipe Welding Tools 


Q): 
l SALES OFFICE: 
FACTORIES: 


OSTER-WILLIAMS 


2041 EAST 6ist STREET 
ERIE, 


CLEVELAND, OHIO 
PA. AND CLEVELAND, OHIO 








Ge)“ MOLY” 


HACK’SAW BLADES 


pact installation if desired. A union 
is provided on the outlet, making an 
easy connection here, too. The in- 
terior design is the same as in the 
“Cub Airxpels,” made by this com- 
pany, and the valve is the same as is 
used in the Nos. 50 and 51 sizes. The 
seats in the “Baby” trap are the same 
as the smaller sizes used in the Nos. 
50 and 51 traps, and are interchange- 
able. Seats only are changed for 
different pressures. The new line is 
streamline in appearance.—Wright- 
Austin Company, Detroit, Michigan. 
MILL SUPPLIES, April, 1935. 


Variable Pitch Diameter Steel 


V-Pulley 
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Closed Open 


@ A VARIABLE pitch diameter steel 

pulley for use with 4 or &-inch V- 
belts has been developed, which, it is 
claimed, will give a variation of as 
much as 30 per cent in speed when 
used with any fixed diameter pulley. 
It is especially useful where the load 
is small and the speed is not fre- 
quently changed. It is said to be par- 


| ticularly adapted to use with air con- 







ditioning units. This pulley has a 
heavy, solid steel hub. It has rigid 
adjustment. There are three posi- 
tive adjustments with key. It is 
made in four numbers, with outside 
diameters of 34, 34, 4 and 4} inches 
respectively. Like other V-pulleys 
made by the same manufacturer, it 
is finished in silver aluminum lacquer. 
—Maurey Manufacturing Corpora- 
tion, Chicago, Illinois. MILL SUP- 
PLIES, April, 1935. 


Tapping Attachment 





® THIS new tapping attachment, 
known as Biax No. 2, has a 
capacity from 4 to ? inches. It is 


entirely ball bearing equipped and 
housing is of special aluminum alloy. 


It has forward as well as reverse 
| friction, double reverse speed and 
| chrome nickel steel gears. All gears 


| and frictions are run in oil-absorbing 
grease. The friction material is tex- 
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‘ylite. The all-friction and all-ball 
bearing design makes for increased 
production on heavy tapping and 
almost complete elimination of tap 
breakage, according to the manufac- 
turer. This manufacturer also an- 





ARMSTRONG 


nounces a new steel box for contain- | 


ing the Biax No. 0, No. 1 and No. 2 
tapping attachments, which is sup- 
plied with purchases of the three. The 
Biax No. 0 has a capacity from 2/56 


to 3 inches, and the No: 1 from 3/16 | 


to 4 inches——The Charles L. Jarvis 
Company, Gildersleeve, 
MILL SUPPLIES, April, 1935. 


Portable Electric Drill 





@® THIS ji-inch standard duty port- 

able electric drill, known as type 
OB-4 has a Universal motor for direct 
or alternating current, 110-120 volts, 
25-60 cycles, with durable aluminum 
alloy housing, bronze bearings, wool 
packed, with thrust ball bearing on 
spindle shaft, special alloy, heat- 
treated gears and positive make and 
break toggle switch. The brushes are 
accessible from outside and drill is 
equipped with 8-ft. heavy duty rubber 
covered cord covered with rubber 
cord protector and rubber plug. Over- 
all length is 12 inches and net 
weight 74 pounds.—Signal Electric 
Manufacturing Company, Menominee, 
Michigan. MILL SUPPLIES, April, 


1935. 


Insulated Screw Driver 


———_—_ (aD 


® ONE of the features of this in- 

sulated screw driver is the Luma- 
rith handle with Lumarith insulation 
on the blade which the manufac- 
turer states is substantially non-in- 
flammable. The blades are chrome 
nickel, molybdenum steel. The screw 
driver is made with either the regular 








blade and a Lumarith handle or with | 
1 Lumarith handle and Lumarith in- 


sulated blade, and can be furnished 
in all sizes from 14 inch to 16 inches 
long.—The Forsberg Manufacturing 
Company’ Bridgeport, 
MILL SUPPLIES, April, 1935. 
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System of TOOL HOLDERS 


men are. selling 
200,00 ARMSTRONG TOOL 
HOLDERS for you, year in and year 
out—machinists and tool makers at 
work, where the buying is done. They 
know ARMSTRONG TOOL HOLDERS 
and want more of them—other sizes, 
new types, the entire System. What 
a selling power they constitute, what 
an opportunity for profit. With over 
100 sizes and shapes of ARMSTRONG 
TOOL HOLDERS, with many new 
types to show, with the men for you 
- you can’t help but make sales if 
you push the entire System. 


With ARMSTRONG HIGH SPEED 


Bits and Blades you can count on the 


help 


machinists and toolmakers to 









you sell. They so definitely prefer 
ARMSTRONG Bits and Blades to 
those made from steels sold by 


the pound, that the arrival of new 
ARMSTRONG TOOL HOLDERS will 
start a near riot in any tool crib—for 
if he can’t have a new ARMSTRONG 
TOOL HOLDER, each experienced 
man at least wants the cutter that came 
with it. 


If there is ever doubt in the front 
office, refer them to the men in their 
shop. For profits, both for you and 
your customers, sell the System rather 
than a few tool holders. And, for 
steady repeating volume .. . push 
ARMSTRONG HIGH SPEED Cutters, 
Bits and Blades. 


hy 





Write for new B-35 
Catalogs for all of 
your salesmen. 


ARMSTRONG BROS. 
TOOL CO. 
“The Tool Holder People’ 
305 N. Francisco Ave.. 
CHICAGO, U.S.A. 


New York Sates Office: 
109 Lafayette St. 
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MANUFACTURERS 
TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Mosack Elected President of 
Consolidated Brass 


@ At a recent meeting of the 

Board of Directors of the 
Consolidated Brass Company, 
Detroit, Clarence C. Mosack, 
former secretary and assistant 
treasurer, was elected president 
and Homer D. Coleman, who 
was formerly president, was 
made chairman of the Board. 
Mr. Mosack has been identified 
with the firm for more than 16 
years, having formerly been con- 
nected with the American Lubri- 
cator Company before the 
merger with the Sterling and 
Skinner Manufacturing Com- 
pany. 

The Board also elected George 
H. Kirchner, vice - president, 
Anthony Bodde, secretary and 
treasurer, and Frank R. Leffler, 
assistant secretary and assist- 
ant treasurer. 


National Copper Paint 
Company Formed 


@ Announcement of the forma- 
tion of the National Copper 
Paint Company, an Illinois cor- 
poration, with headquarters at 
666 Lake Shore Drive, Chicago, 
has been made by C. L. Welch, 
executive vice-president. 

The company has gone into 
production on three items for 
the present: Liquid copper paint, 
liquid copper primer and a liquid 
copper reducer to thin out the 
paint for spraying purposes. 
According to Mr. Welch, liquid 
copper paint is entirely new, and 
has been evolved following eight 
years of experimentation and 
approximately 18 months of 
tests. It is 98.3 percent pure 
copper, he states, is rust-proof, 
fire resistant and proof against 
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the ravages of moisture, alkalis 
and all other deteriorating ele- 
ments. He adds that it is 
applicable to any surface and 
can be used in virtually every 
industry. 

National distribution will be 
secured through industrial dis- 
tributors and hardware houses, 
and the company plans to locate 
warehouses in various parts of 
the country and stock them to 
speed deliveries. 

H. M. Rice, manager of the 
Nichols Copper Company, Chi- 
cago, a unit of the Phelps-Dodge 
Corporation, is president of the 
new organization. 

Mr. Welch, the executive vice- 
president, has been long identi- 
fied with the industrial paint, 
mill supply and automotive fields. 

Frederick A. McLauchlan, 
widely known in the mill supply 
and industrial fields as_presi- 
dent of George B. Carpenter & 
Company, Chicago, a _ pioneer 
distributing house, is secretary- 
treasurer of the National Cop- 
per Paint Company. 


Williams to Represent Detroit 
Brass in New York 


® Detroit Brass and Malleable 

Works, Detroit, has announced 
that Earl K. Williams has been 
appointed sales representative 
in the New York Metropolitan 
area, with offices at 280 Madison 
Avenue. 

The warehouse is located at 
52-15 35th Street, Long Island 
City, New York. 


Sprout, Waldron Appoints 
New Sales Agent 


@® Sprout, Waldron and Com- 

pany, Incorporated, Muncy, 
Pennsylvania, manufacturers of 
power transmission, elevating 
and conveying, crushing, grind- 
ing, sifting and mixing machin- 
ery, announce the appointment 
of the Conite Engineering and 
Sales Company, Nashville, as 
sales agents for Tennessee, and 
parts of Kentucky and Alabama. 


Monarch Film Traces Lathe 
Development 


@®The Monarch Machine Tool 
Company, Sidney, Ohio, has 
produced a new industrial film, 
“The Development of the 
Lathe,” which traces, in dra 
matic fashion, the development 
of the lathe. It pictures the 
original tree or pole lathe of 500 
A.D. through its successive 
stages of improvement, the first 








Group in attendance at sales meeting of the Goodall Rubber Company 
at its factory in Trenton, New Jersey. 
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| LIGHTNESS 


Engineering science advances...old beliefs crumble...weight gives 
way to lightness—lightness that makes no concession to strength. 
e The new Duro-Brace sheave, for Texrope V-Belt drives, is the lightest 
sheave on the market, in relation to its great strength. Thus it reduces bear- 
ing pressures to a minimum. ® In the newly designed Duro-Brace Texsteel 


rhe 
sheave the outside walls are reinforced by convex steel plates which 


New Duro- Brace 
so greatly increase their strength as to eliminate distortion, even Design: cross-sec- 
tion showing out- 
side plate braced 


Former Design: P ‘ 
cross-section show- under the severest duty. The result is a light, true-running, vibration- 
ing unsupported 


. P — ’ - by a convex rein- 
outside plate. less drive always. © Texrope drives are 98.9% efficient, silent, slipless, 4,,cing steel plate. 





shock-absorbing, require no belt dressing or lubrication, 
and are not affected by dirt or moisture. @ Mail us a card 
asking for Bulletin No. 2188 which sets forth the advantages 


which Duro-Brace Texsteel Drives offer you in all matters 





of power transmission, whether they be simple or complex. 


ALLIS-CHALIMAERS 


COMPANY - MILWAUKEE, WISCONSIN 


ORIGINATED BY 


ALLIS-CHALMERS MANUFACTURING 
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SWISS PATTERN FILES 
MADE IN UNITED STATES 


ol 


Industries select their 
. Swiss pattern file re- 
quirements by this 
trade mark because it 
stands for Quality- 
Service-Plus 100% 
Distributor Sales 
Policy. 











The satis- 
factory perform- 
ance of our 
product creates re- 
peat orders for the 
distributors who 
handle them 


quency 





Swis 


Files of precision 
AMERICAN SWISS 


FILE & TOOL COMPANY 
ELIZABETH, N. J. 
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The advertising committee of 
the Power Transmission Coun- 
cil took time out from its re- 
cent New York meeting to have 


its picture snapped. Left to 
right: D. W. Davidson, J. R. 
Hopkins, W. W. French, F. H. 
Willard and C. E. Brinley. 


| wood screw cutting lathe of the 


fifteenth century, the first iron 


lathe of 1800, the first quick- | 
| change gear lathe of 1890 and 


the first geared head lathe of 
1900. It then shows a number 
of Monarch machines in opera- 
A limited number of these 
films are available—in two sizes, 
about 1,000 feet of 16 MM 
safety-type film and about 2,000 
feet of 35 MM film—for loan to 
industrial organizations, techni- 
cal societies, educational institu- 
tions and others. 


New Improvements in 
Belt Construction 


@A folder recently issued by 
The B. F. Goodrich Company, 


Akron, Ohio, lists fourteen dif- | 


ferent improvements in belt 
construction which have been ef- 
fected during the past five years. 
Six of these are improvements 
in manufacturing process, four 
in fabric used and four in rub- 
ber compounds. 


The folder contains 24 pho- | 
tographs showing a wide variety | 


of industries where belting is 
used. 


Lignum Vitae Issues 
Catalog Folder 


@Lignum Vitae Woodturning 
Company, Newark, New Jer- 
sey, has produced a new price 
list and illustrated catalog 
folder covering its complete line 
of ‘“Long-Life” mallets and 
mauls. 





TOMORROW'S 


——BADGER——, 





As well as today’s sales 


are what we must think about. 


Orders received today are 
fine. But the suggestion you 
make today must be such 
that your customer will re- 


member you tomorrow. 


Suggest... 


POWER KING 


BADGER 
POWER BOY 


BADGER and 
NEW BADGER 
Car Movers and 
ADVANCE 
SAFETY CAR 














——$—W RENCHES—— 


The efficiency of AD- 
VANCE tools makes your 
customer remember you to- 
morrow because of your sug- 


gestion. 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin 


CANADIAN ADVANCE CAR MOVER CO.., 
WELLAND, ONTARIO, CANADA 
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Ralph Clore of Medart 
Passes Away 


@Ralph H. Clore, newly ap- 

pointed general sales manager 
of The Medart Company, St. 
Louis, died Wednesday, March 
6, in St. Louis, following a very 





RALPH H. CLORE 


brief illness. The news of his 
death was a great shock to his 
many friends in the mill supply 
field. Announcement of his ap- 
pointment to the Medart posi- 
tion had been made as recently 
as the February issue of MILL 
SUPPLIES. Mr. Clore was for 
some time sales manager of the 
United States Electrical Tool 
Company, Cincinnati. He was 
a firm believer in distribution 
through the industrial supply 
house, and was widely known 
among both distributors and 
manufacturers. 


Johns-Manville Booklet 


Discusses Roofs 


®“What About Your Roofs?” 

is the title of a new brochure 
just published by Johns-Man- 
ville. 

Among the subjects discussed 
are included the importance of 
the “stitch-in-time” on roof re- 
pairs; the physical properties 
and characteristics of various 
types of built-up roofing mate- 
rials; and the great importance 
of expert application and inspec- 
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The new Catalogue O of Manning, Maxwell & Moore, Inc., is the fifth successive 
Donnelley compiled catalog issued by this leading company. 


A NEW CATALOG 
Will “Plug You In” for Phone Orders! 


e@ Buyers want what they want—when they want it--QUICK!! 
That’s why they prefer ordering by TELEPHONE from up-to-date 
catalogs. 

e@ Recent interviews with buyers in an important industrial terri- 
tory show that 97% of them order by phone from catalogs. 


@ Make it easy for buyers to phone their orders to you. Furnish 


them with a new directory of your merchandise for ordering by tele- 
phone and by mail. 


@ Old catalogs won't get you new business. 


e@ Full information about the Donnelley catalog service will be 
yours for the asking. No obligation. 


WRITE 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET, CHICAGO 
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3 
HOISTS FROM 
THE COFFING 
LINE 
Weight, 14 Ibs; and Model F 


—1'% ton; Weight, 25 Ibs. 


No. 2 Model F.T.—Capacity, 
3 tons; Weight, 34 tbs. 


No. 3 Model 7—Capacity, 6 
tons; Weight, 65 Ibs. 


Also Sper Gear Gravity Hoists, 
Electric Hoists and Load Binders 


Sales Go Up with 


COFFING HOISTS 





Revolutionary Advantages 
Build Business for Distributors 





The Coffing Line of Hoists is radically different 
from others on the market. And distributors who handle 
Coffing Hoists have real, provable and ‘‘see-able” ad- 
vantages to help them sell. 


That is why the list of Coffing distributors is growing 
so rapidly. Distributors in all sections are finding this a 
highly satisfactory line to sell. 


Details regarding Coffing products and their ad- 
vantages, distributor terms and the sales assistance pro- 
vided by factory-trained salesmen, will be gladly sent 
at your request. 


COFFING HOIST COMPANY 


319 E. Van Buren St. Danville, Ill. 


Coffing Hoists 


“THE UNIVERSAL TOOLS ” 














e The World's 
Largest Line of Single 
roove Steel 


V-Sheaves. 


e True running, 
strong. Hubs made 
from solid steel or mal- 
leable iron. No die 


cast hubs used. 


. Attractive in ap- 
pearance—all pulleys 
finished in silver 
aluminum lacquer. 


° Every Maurey 
pulley is made to stand 
up and deliver under 
the most severe use. 
Satisfaction guaranteed! 


Another Sales Builder 
in the MAUREY LINE 


—a new adjustable V-Pulley giving 
wider pitch adjustment, positive set- 
ting, greater strength. 


This new adjustable pulley is a worthy addition to the 
Maurey line of Quality V-Pulleys. It makes speed changes 
possible without the changing of pulleys, and provides a 
wider pitch range and positive setting. It is especially 
adapted for use with fans for air conditioning work. 


The Maurey sales program is squarely behind mill supply 
house distribution. It offers distributors satisfactory profits, 
complete protection, small stock investment, and fast service. 


It will pay you to investigate! 
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MAUREY MFG. CORP. 


2907-15 So. Wabash Ave. 


CHICAGO, ILL. 














tion during any roof construc- 
tion job. 

Considerable space also is dc- 
voted to a discussion of roof in- 
sulation and its effect in reduc- 
ing fuel costs, in improving 
working or living conditions on 


| upper floors, and in providing 


protection to both roof deck and 


| roofing felts. 





A new complete roof unit, 
which combines steel deck, in- 
sulation and waterproofing, all 
in one unit structure, is also de- 
scribed. 


Bartlett and Snow Issues 
New Catalog 


@ Bulletin No. 74 covering No. 

74 chains, sprockets and 
buckets has been released by 
C. O. Bartlett and Snow Com- 
pany, Cleveland. Standard types 
of detachable, pintle, ley bushed, 
combination, drag, roller, trans- 
fer, steel bushed and drop forged 


| chain and chain attachments 


are illustrated. Dimensions, 
weights, working loads and 
prices are given for each size. 
Eighteen pages are devoted to 
listings of price and weights of 
sprocket wheels, as well as in- 
formation with regard to sizes, 
prices, ete., of shafting, collars, 
takeups, elevator buckets and 
spur miter, girt and bevel gears. 





This new display stand recently 
brought out by Skilsaw, Incor- 
porated, Chicago, accommo- 
dates three Skilsaw electric 
drillkm—Model 41; one of 
Models 42, 43, 53 or 62 and 
one of Models 63, 82, 83 or 
102. It is 51 inches high by 
22 inches wide, colored in blue 
and orange and is known as 
the “floor merchandiser.” This 
display stand is for the use of 
its distributors. 
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Herman P. Schultz, who has 
been appointed sales manager 
of The Republic Rubber Com- 
pany, Youngstown, Ohio. Mr. 
Schultz joined the company in 
February, 1922, as manager of 
the planning division. On No- 
vember 1, 1929, he was made 
traveling sales manager and on 
August 31, 1931, promoted to 
manager of mechanical sales. 


Honored By Atkins 

For Fifty Years Service 

® William Vaught was presented 
with a gold pin in recognition 

of fifty years of continuous serv- 





ice with E. C. Atkins and Com- | 
pany, Indianapolis, Indiana, at | 
the twenty-ninth anniversary | 


meeting of the Atkins Pioneer 


20-Year Service Club of the com- | 


pany, held at the Spencer Hotel 
in Indianapolis on February 9. 
The presentation was made by 
Henry C. Atkins, president. 

In addition, thirty men re- 
ceived pins for 20 to 40 years’ 
service and twelve men were ini- 
tiated as club members during 


the meeting. They are Commo- | 


dore Bailey, Otto Bradford, 
George Keeney, Clarence Lati- 
mer, Clarence Sauer, August 
Querengassen, Patsey Tacoma, 
Elstner Hilton, George Ryder, 
Hugh L. Smith, Carl L. Olsen 
and George Penrod. 

The club was organized in 
1906 with 62 members, 25 of 
whom are still living. The mem- 
bership roster totals 215 at pres- 
ent and the new officers are 
Henry C. Atkins, honorary presi- 
dent; Albert Hausman, presi- 
dent; James Valk, vice-presi- 
dent; Charles S. Bronson, treas- 
urer; C. A. Newport, secretary, 
and W. A. Weaver, assistant 
secretary. 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


‘Hallowell’? Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 
way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an_honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*“HALLOWELL” Steel Work-Benches 
**HALLOWELL” Steel Work-Tables 
*“HALLOWELL” Steel Work-Benches, 
Semi-Portable 
“HALLOWELL” Steel-Wood Work Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
“HALLOWELL” Steel Chairs 
“HALLOWELL” Steel Stools 
*““HALLOWELL” Foremen’s Desks 
“HALLOWELL,” Steel Shop-Furniture 
“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
*“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO.) 











BRANCHES BRANCHES 
Boston JENKINTOWN, PENNA. NEW YORK 
DETROIT 





BOX 519 sT.LoUIs 
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a 
PROFIT DOLLAR 


for you in every 


Bond Caster sale 


The Bond Caster Line carries a 
generously fair margin of profit 


for the mill supply house. In 
addition, Bond Casters make Bi prone 
(/ 


‘ ee 
new customers and build up The 4-STAR Line 


business. It pays you to be a & QUALITY PRODUCT 
Bond distributor. Write today * COMPLETE LINE 
for complete information about © CONSUMER ADVERTISING 


ae * PROFITABLE MARGIN 
this money-making line. 





BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, Lanc. co... PENNA. 
PHILA. OFFICE: 617 ARCH ST: N. Y. C. OFFICE: 30 CHURCH ST 




















DEPENDABLE SERVICE 


is the rule with WINTER BROTHERS TAPS 
on the job. That is why there is a steady 
demand for these repeat-order threading 


tools. 


Endorsed by users the country over, dis- 
tributors find WINTER BROTHERS TAPS 
& DIES a particularly desirable line to 
handle. 


Full particulars on request 


THE 
WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 
Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 














Harnischfeger Bulletin 
Covers New Line 


@ The Harnischfeger Corpora- 
tion, Milwaukee, has just 


| brought out a new bulletin, 
| which gives details of construc- 


tion and operation of the new 
line of convertible “P & H” mo- 
tors ranging from % horse- 
power, 600 r.p.m. to 125 horse- 
power, 3,600 r.p.m., which was 
recently announced by this com- 
pany. 


Schieren Adds New 
Distributors 


®Charles A. Schieren Company, 
New York, has announced 


| the following distributors have 


taken on the Schieren line of 


_ leather belting: Batson-Cook 


Company, West Point, Georgia; 
The A. W. Davis Supply Com- 
pany, Portland, Oregon, and 
H. N. Crowder, Jr., Company of 
Allentown and Easton, Pennsyl- 
vania. 


Pratt Joins Johnson Belting 


_@ Harry P. Pratt, formerly 


New York branch sales man- 


| ager of the Graton and Knight 
_ Company, has joined The John- 
| son Belting Company of New 
| York. 


Mr. Pratt has a _ thorough 
knowledge of the sale and appli- 
cations of leather belting, and 
his sales work for the past fif- 
teen years in the Metropolitan 
area has gained for him a host 


| of friends. 






| Nicklis Named Assistant Sales 


Manager Cleveland File 


®The Cleveland File Company, 

Cleveland, has announced the 
appointment of John D. Nicklis 
as assistant sales manager, ef- 
fective as of March 1. Mr. 
Nicklis has been associated with 
the company for the past two 
years, being especially active 
in establishing new distributor 
sales connections and in carry- 
ing out the service work in the 


| distributors’ territory. 


For many years Mr. Nicklis 
was an executive of The Man- 


MILL SUPPLIES 











ning, Maxwell and Moore Com- 
pany, in charge of its mill sup- 
ply division. 

He is also a past president of 
The National Supply and Ma- 
chinery Distributors’ Associa- 
tion. 


Sizer Appointed Sales 
Manager of Pyott Foundry 


@ John A. Sizer for the last year 


with the Pyott Foundry and . 


Machine Company, Chicago has 
been appointed general sales 
manager of that organization, 





J. A. SIZER 


effective immediately. Mr. Sizer 
is well known in the _ mill 
supply field because of his many 
years on the staff of another 
well-known manufacturer of 
power transmission machinery. 
His long acquaintance with the 
field has given him a thorough 
knowledge of the problems of 
both distributors and manufac- 
turers and provides him with an 
excellent background for his 
new position with Pyott Foun- 
dry and Machine Company, 
which has been supplying indus- 
try with power transmission 
equipment, through distributors, 
for nearly 40 years. 


Goulds Brings Out New 
Dealer Catalog 
® Goulds Pumps, Inc., Seneca 
Falls, New York, is distribut- 
ing to the trade its 1935 dealer 
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RUGGED 


GNSTRUCTION 
Insures Long Life 


Fairbanks new No. 9000 Hand Trucks are 
easy to sell because they are built to withstand 
the gaff of heavy, severe service. Wherever en- 
durance is requisite, you will find strength and 
ruggedness in these trucks. 





















We feel perfectly safe in our claim that these 
Fairbanks Trucks will withstand more punish- 
ment than any other truck on the market. And 
it is only reasonable that they should. For 
note how the steel straps cover the entire front 
and back of the strong, well-seasoned wooden 
frame—figures 1 and 3. 

See how the channel-shaped pressed steel 
cross bars are set flush into the top of the 
wooden frame without any mortises to weaken 
the handle—figure 4. 

Look at the formed steel legs—figure 2. See 
how the frame is tapered to give better balance 
and make the truck easier to handle. 

Now look at the wide flat steel com- 
bination lower cross bar and guard joint— 
figure 6. Note that the separately welded 
nose iron goes over the handle straps, 


making replacement easy—figure 7. Patented 


And then note the rugged semi-steel wheels which are accurately bored for 
roller bearings—figure 8, as well as the oversized axles made of high carbon steel 
—figure 9. 


By looks alone you can tell that these trucks have enormous powers of endur- 
ance. There isn't a weak spot anywhere. 


Any Fairbanks Truck can be equipped with silent running rubber-tired wheels. 


If you want to sell trouble-free, long-lived trucks that weigh and cost about the 
same as ordinary types, write for our new catalog and our special proposition to 
distributors. 


THE FAIRBANKS COMPANY 


Manufacturers of Hand Trucks, Wheelbarrows and Valves 


19 East 4th St., New York, N. Y. 


Boston, Pittsburgh—Distributors in Principal Cities 


FAIRBANKS 
HAND TRUCKS 








WHICH WOULD YOU BET ON? 
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Ir is more spectacular to ride 
four horses in a race than to ride 
one—but one good horse prop- 
erly handled will win the race. 

Stanley’s selective dealer pol- 
icy is a one horse policy—but it 
is a darned good horse. Your 
skill as a selected distributor 
handling Stanley Electric Tools 
exclusively will win the race of 
satisfactory profits over an"open- 
for-all” policy. 


Working with selected dis- 
tributors Stanley offers: A com- 
plete line @ tools designed and 
built to meet the demands of in- 
dustry @ a name which has stood 
as a symbol of fine tools for over 
80 years @ intelligent, construc- 
tive advertising for the benefit of 
Stanley Distributors. 

We shall be glad to give you 
complete details of this Selective 
Dealer Policy. 





STANLEY ELECTRIC TOOL DIVISION 


THE STANLEY WORKS 
NEW BRITAIN, CONN. Mac 
STA N LE y A LONG LINE OF PORTABLE ELECTRIC TOOLS 


DESIGNED AND BUILT FOR INDUSTRY 7 * 
















Regular Type 
Huntington 
Dresser 


Hooded Type 
Huntington 
Dresser 


Question: 


What is the difference in Huntington emery 
wheel dressers and cutters? 


Answer e 
To look at, practically none. The handles 
are mostly alike. The cutters are all star shaped 
and the genuine Huntington has /8 teeth. 








However, there is a vast difference in the CUTTERS, 
which, after all do the work. The most important 
operation in the making of Huntington cutters is 
the hardening, for, if they are too soft they will 
mush over and if too hard the teeth will fly off, 
which, in both cases, makes them useless. 














WE operate one of the foremost heat treating establishments in the country, annually 

turning out millions of heat treated parts for the automotive industry. All our Hunting- 
ton cutters are hardened by a special formula, which we control, known as the ‘Vincent 
Process.” This enables us to uniformly harden and temper our cutters to the exact degree 
of hardness and toughness that is required for this particular job. 

That's why Vincent Huntington dressers and cutters are used as standard equipment in 
many great industrial plants. 

They make satisfied customers and bring repeat orders to distributors 


Catalog sheets are available for your salesmen. 


THE VINCENT STEEL PROCESS COMPANY 
DETROIT MICH. 
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catalog. This new catalog not 
only covers the complete line 
of pumps and water systems 
built by Goulds, but shows 
many new and improved prod- 
ucts for the first time. The 
catalog is designed particularly 
for the mill supply, plumbing 
and heating, hardware and in- 
dustrial trade. It is attractively 
gotten up and provides easy 
means for locating any given 
product. 


Medart Publishes New 
Catalog 


® Catalog No. 56-G has just been 

published by The Medart Com- 
pany, St. Louis, Missouri. This 
catalog contains standard list- 
ings, weights and dimensions on 
gears, sprockets andchains. The 
different items are illustrated in 
the catalog and full descriptive 
matter is given for each item. 
Price lists are also included in 
this book. 


New Brochure on Nails 


@ The Angell Nail and Chaplet 

Company, Cleveland, has just 
issued anew brochure on nails, 
which brings out effectively 
through text and _ illustration 
“the importance of the every 
day nail” and the ill effects of 


using imperfectly constructed 
nails. It also lists the Angell 
nail products and_ illustrates 


some of the numbers. 


Henry J. Reggiori, New York 
district manager for Johnson 


Bronze Company, Newcastle, 
Pennsylvania, who is familiarly 
known as “Major” to the trade. 
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American Screw Reappoints 


Wilson 


@ A. B. Peck, domestic sales 
manager of the American Screw 
Company, Providence, Rhode 
Island, has announced the reap- 
pointment of the John K. Wilson 
Company, manufacturers’ repre- 
sentatives of Baltimore, Mary- 
land, as his company’s repre- 
sentatives in the states of 
Louisiana, Mississippi and Tex- 
as, which territory is covered by 
Wilson’s special representative, 
Benton C. Wood. 


Baldwin-Duckworth Issues 
Pocket Size Catalog 


® Catalog K-1, on chains and 

sprockets for power transmis- 
sion, conveying and elevating, 
has been issued by the Baldwin- 
Duckworth Chain Corporation, 
Springfield, Massachusetts. It 
contains 54 pages and is of con- 
venient pocket size. The cata- 
log lists and describes the com- 


pany’s standard roller chains, ° 


parts and attachments; multi- 
ple roller chains; extended pin 
chains; non-corrosion chains; 
block chains; cable or leaf 
chains; non-corrosive chains; 
steel replacement chains ; 
sprockets for roller chains, and 
so forth. Special features are 
a 20-page section devoted to 
practical engineering data and 
a series of horsepower charts 
and tables. 


New Booklet On Chicago 
Rotary Tools 


® “Cc. P. Power Vane” rotary 

tools and accessories are illus- 
trated and described in a new 
two-color booklet just issued by 
the Chicago Pneumatic Tool 
Company, New York. The book- 
let also contains specification 
tables. One of the features is 
a complete, two-page sectional 
view of a “C-P Power Vane” 
rotary drill. This new publica- 


tion contains sixteen pages. The 
line covered includes drills, 
grinders, wrenches, woodbores, 
conerete surfacers and other 
products. 
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MILWAUKEE 


INDUSTRIAL BRUSHES 





The brush values you give 








“MONOBILT” WIRE 
WHEEL BRUSH 


NTER- 
CHANGEABLE 
NTE 
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“DURO-BILT” 
TAMPICO 
WHEEL BRUSH 





REMEMBER 





DETERMINE 


*The Trade You Get 
* The Trade You Keep 


Your brush business can only be as good 
as the brushes you handle. 


That is why every distributor must check 
up periodically to see if he is selling a brush 
line that is broad enough, and offers the 
efficiency and long life required to build 
business in today's intensive competition. 


Milwaukee distributors can fully develop 
the broad industrial brush market. They find 
that the brushes they sell go out and sell 
more brushes for them. This is a direct result 
of the fact that Milwaukee brushes are 
steadfastly kept foremost in value and ser- 
viceability, thru the maintenance of the most 
exacting standards in material, design and 
workmanship. 


Milwaukee concentrates exclusively on 
the production of industrial brushes and 
brooms. The broad Milwaukee line includes 
wire, bristle, and fibre brushes—a brush for 
every purpose. 


Let us give you complete information on 
the Milwaukee line and distributor policy 
which provides profit and protection. 











BRUSH EXCELLENCE 





[ 


MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 





GENERAL PURPOSE SWEEPING BRUSH 


LEE 


iigNA 





THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


2212-2236 North 30th Street 





INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 











“Greenfield does 
more than merely 


back up its distributors with unusu- | 








ally generous national advertising, | 


real sales aids and strategically lo- 
cated warehouses. 


It has 32 representatives in the field 

constantly working with distribu- 
tors--conducting competitive tests 
—selling big users. All the busi- 
ness they develop—or help to de- 
velop—is turned over to the proper 
distributor. This applies even to 
the initial order. 


Selling through distributors only, we give 
this two-fisted co-operation whole heartedly 
for it means additional business for both 
the distributor and for us. 


That this policy pays the distributor is 
evidenced by the fact that more distribu- 
tors carry the “Greenfield” line than any 
other two lines combined. 


TAPS, DIES, > 

TWIST DRILLS, \ 
REAMERS, GAGES, | 
SCREW PLATES, PIPE 
TOOLS, SCREW 
EXTRACTORS 


There's More Money 













in Stocking the 


COMPLETE LINE 








GREENFIE ‘AP AND DIE 
CORPORATION 
GREENFIELO. MASSACHUSETTS 
New York 15 Warren St. 
Chicago 611 W. Washington Blvd. 
Detroit 228 Congress St. W. 


Canadian Plant: 
Greenfield Tap & Die Corp. of Canada, Ltd.. 
Galt, Ont. 
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Johnston Represents Barnes | 


in Chicago 


@wW. T. Johnston has been ap- 
pointed factory 


representa- | 


tive of W. O. Barnes Company, | 


Incorporated, Detroit, 
Chicago district. 


for the 


Mr. Johnston, | 





W. T. JOHNSTON 


who was formerly with The 
Black and Decker Manufactur- 
ing Company and The Stanley 
Electric Tool Company, will con- | 
tact and work with distributors | 
in the Chicago area in connec- | 
tion with the sale of Barnes 
hack saw blades and band saws. 
Through his wide experience, 
he has gained a good knowledge 
of the problems of distributors 
and their salesmen. 





Link-Belt Appoints Mexican 
Distributor 


, © The General Supply Company, 


S. A. Calle Balderas No. 56- 
58, Mexico, D. F., has been ap- 
pointed by the Link-Belt Com- | 
pany, Chicago, to distribute its 
line of conveying and power 
transmitting machinery in the 
Federal District and the State of 
Mexico. 

The General Supply Company 
is headed by Albert Isaac, presi- | 
dent and K. O. Nellen, manager. 


Tarbell Joins Ideal 


@ Ray P. Tarbell, who has been 

in the welding industry since 
1918, was recently appointed 
manager of the Welding Divi- 
sion of The Ideal Electric and 












super-X Alloy handle and 
housing—double strength 


Chrome molybde- 
num alloy hook 
heel jaws 
heel jaw replace. 


and 


able 


ALL-ALLOY 


AND ALL 


HEAVY-DUTY 


yhis tough brute of a pipe wrench has 
proved through the millions sold that 
it's not only the slickest working tool ever 
slapped on a pipe but that it stands terrific 
abuse without a flicker. Used straight, crook- 
ed, or side twist—it takes it all cheerfully. 
Add these Feitanip features—unbreakable 
housing; no locking on pipe, no slipping; full 
floating chrome-molybdenum steel hook jaw 
and replaceable oe pen easy spin adjusting 
nut in all sizes, 6’ to 60’’—and you see 
why its popularity grows. 
Sell Rifai —They’re made for easier work 
and absolute safety. 


THE RIDGE TOOL CO. Elyria, Ohio, U.S.A. 


RikztIb 


PIPE TOOLS 
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The ATLAS is the 


LOGICAL CAR 
MOVER to sell 
because 






By its exceptional performance— 
its great power—its quick follow 
up—its ease of handling—its gen- 
eral dependability —it has more 
than pleased its thousands of users. 
Your customers, too, will like this 


dependable ATLAS. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 


MILWAUKEE, WIS. 
(FORMERLY LOCATED AT APPLETON, WIS.) 
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Manufacturing Company, Mans- 
field, Ohio, in charge of mer- 
chandising the new Noel “Speed 
Are” Welder. Prior to Joining 
Ideal, Mr. Tarbell was thirteen 


years with the Lincoln Electric | 
Company as sales engineer and | 


district manager, two years 


with Robert E. Kinkead, In- | 
corporated, consulting welding | 


engineers and two years as 
manager of Welding Electrode 
Division of Babcock and Wilcox 
Company. 


Warehouse Distributor for 
Republic Steel 


@Appointment of the 

Supply Company, Incorpo- 
rated, 35-39 Woodward Avenue, 
Brooklyn, New York, as ware- 
house distributor of Toncan Iron 
sheets has been announced by 
N. J. Clarke, vice-president in 
charge of sales, Republic Steel 
Corporation, Youngstown, Ohio. 
A complete stock of sheets will 
be maintained by the new dis- 


tributor, according to the manu- | 


facturer’s announcement. 


Carpenter Brings Out 
Catalog Supplement 


®J. M. Carpenter Tap and 
Die Division of Whitman and 
Barnes, Incorporated, Detroit, 
has issued Supplement No. 2 to 
Catalog No. 30. This is a very 
complete booklet, illustrating 
and describing Carpenter taps, 
dies, die stocks, 
and allied products, and con- 
taining price and specification 
tables. 
and consists of 64 pages and 
cover. 


-*Pexto”” Announces New 
Export Manager 


® The Peck, Stow and Wilcox 

Company, Southington, Con- 
necticut, announces the appoint- 
ment of Joseph Gabriel as man- 
ager of the export division, for 
both the tools and hardware, and 
machinery divisions. Mr. Gab- 
riel, who has resided in Spain 
for the last two years, is moving 
to Southington immediately. 
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Atlas | 


screw plates | 


It is done in two colors | 


INVESTIGATE tne 
PROFIT POSSIBILITIES 


in this big complete 


SKILSAW LINE! 


SKILSAW DRILLS 


@ Huskier, Smoother, Finer 

with extra powerful mo- 
tors, die-cast alloy bodies, 
full ball bearing construction 
and advanced engineering 
improvements in every detail 


10 Powerful Models 


PROFITABLE NEW M 









SKILSAW 
HAND GRINDER 


@ Provides big savings in 
time and money on all grind- 
ing, filing, polishing and 
buffing work. Used on me- 
tals, alloys, rubber, stone, 
porcelain and compositions 
Out-performs any similar 
tool you ever saw! 


SKILSAW 
BENCH GRINDERS 


@ Steady, Powerful, Quiet 
a complete line of de- 


cidedly 


outstanding _ per- 
formers. 


SKILSAW 
BLOWERS 


And Suction Cleaners 
@ The safest, most conven- 


ient cleaning method for 
industry. Complete line 


adapted to work of all types. « 


Makes big economies for 
users. Convertible for Paint 
or Insecticide Spraying and 
Blow Torch work 


ARKETS! 





SKILSAWS 


@ Famous for their record of 
performance and acknowl- 
edged as undisputed quality 
leaders. Most powerful and 
rugged finest features of 
construction. 





6 Powerful Models 





SKILSAW 
SANDER 


@ A great money saver for 
dozens of maintenance uses 
as well as Woodworking and 
Construction. From 10 to 40 
times faster than hand sand- 
ing and produces finer fin- 
ishes. For wood, metal, stone 
and many composition ma- 
terials 


Why not discuss the profit-making possibilities 
of this broad line with a Skilsaw Representative? 





SKILSAW, ING., 3330 ELSTON AVE., CHICAGO 
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Save © 


your men’s time 
and your money 


Proof of the pudding is still in the eating. 
I'ry Bristo Set Screws on one machine and 
you will see for yourself how they save your 
men’s time in getting a tight positive set. 
There is no slipping. Nor any jamming, 
splitting or rounding out. The gear-like 
action of the wrench in the fluted socket 
guides the applied force around in the direc- 
tion the screw turns,—not against the side 
walls. See diagram. BRISTOS cost no more 
than ordinary screws. Write for free sam- 
ples of Bristo Set and Cap Screws. 





Standard Duty Signal 


1 < ? = i 
, 44 inch drill is mechanically 
* (a ‘Hy Earle B. Slawson, who has and electrically correct. It has 
been for several years the spe- an abundance of power, is well- 
Ww \S t) cial representative of the Fed- balanced and light in weight. 
— 


Backed by the well known and 





Serer ee 





erated Metals Corporation, accepted Signal name. Write 
WHY THEY'RE BETTER , hich i bsidi ¥ f Th for discounts—that mean real ‘ 
Compare direct turning pressure of BRISTOS, wnhic 4 1S a su Sl lary 0 € profits 
left, with sidewall pressure of other designs. American Smelting and Refin- , 
THE BRISTOL COMPANY, Waterbury, Conn. oo Sonowe, 18 wl ————- SIGNAL ELECTRIC MFG. CO. 
Branches in principal cities. : nti-triction metals, bear- : : 
— ing construction and lubricat- Menominee, Michigan 


TRACe Wann 


ing problems in _ connection 

with bearings. Mr. Slawson’s 

success in the service he has OFFICES IN PRINCIPAL CITIES 
Prngliliy-ih given jobbers of Federated 


brand babbits has created many 
friends for him in this particu- 


Hollow Safety SET SCREWS | 
igh las lar field. 
Socket Head cap SCREWS | <7 
| 
= | 


8 e T T E R ‘ The Barrett-Cravens Com- . 
R tj q U L T © | pany, Chicago, has brought You re 


out bulletin No. 252, a well- 
: ‘ illustrated, two-color folder on 4 2 a 

Gard Flux-Filled Solder ‘ ‘ Pe 

sels cogil Barrett “Steeleg” lift-truck plat- moet 7 eee 

Its high tensile strength 7 : 

insures permanent bonds. forms. Various facts about 
a Its unvarying these platforms are presented 











New Barrett Folder on 
**Steeleg” Platforms 


can be obtained with the use of 


















spel through descriptive reading @ Every distributor and 
rienced me- matter, photographs and draw- salesman will want to 


chanics to do | ings, and one page is devoted 


fast rk 
wer "a to other Barrett products. 


rienced help 
| to do better 


participate in and profit 
by studying the ideas and 


plans which will appear 








k. . j 
| pe # Atlas Press Publishes New as is Wloiieces Retientntel | 
a. | einer ante as Catalog | Supply Clinic to be held 
"lux filled . 5 4 - 
Solda' comnes and in vari | |®A new 30-page catalog, in in the May issue of MILL 
in I, 5 and 20 Ib. spools. 0, alloys colpr, describing and illustrat- 
— gg he eee x A... ing the line of metal lathes and SUPPLIES. Make sure of 
results. Always ready for instant use. | | accessories, hydraulic and me- your copy of this issue 
Due to modern production methods, chanical presses, drill presses | now by sending your sub- 
Soe = costs no more than and attachments and wood | enigthen te 
ordinary solder. ™ t 
We also make a complete line of bar, solid | lathes manufactured by the 
oe aad pellet soldere—we can mest 9 | Atlas Press Company, Kalama- 
” , | zoo, Michigan, is just off the ee 
press. 
_ Descriptions include specifica- | 580 West 43nd &., 
| tions and applications. Copy will | New York, N. Y. | 
: | be sent on request to the manu- | $ 
4833 So. Campbell Ave., Chicago, Ill. | | facturer 
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Medart Appoints Tennessee 
Distributor 


®The Medart Company, manu- 

facturers of power transmis- 
sion machinery, St. Louis, has 
announced the appointment of 
the Slip-Not Belting Corpora- 
tion, Kingsport, Tennessee, as 
distributor for its line of trans- 
mission equipment in that ter- 
ritory. 


‘““Going to Heaven ona 


Mule”’ 


@®The Philadelphia “Walter 

Winchell” of MILL SUPPLIES 
has passed along the informa- 
tion that genial Carl Hedner of 
The Yale and Towne Manufac- 
turing Company is not only an 
excellent advertising man but 
also a good entertainer. 

It seems that in the main din- 
ing room of the Adelphia Hotel 
guests are entertained with a 
floor show. One of the acts in 
the current show features a 
“wild” mule. One evening Carl 
was present when the usual 
rider of this “wild” mule was 
thrown off and injured. This 
threatened to make it impossible 
to carry through with the act. 

Into this breach stepped Carl 
Hedner, an old mule trainer. In 
no uncertain terms he exclaimed 
to those present: “TI’ll ride that 
thar wild mule and he won't 
throw me either.” 

He did it too, to the acclaim 
of all the cash customers. Imag- 
ine his embarrassment when the 
“wild” mule turned out to be a 
demure young lassy dressed up 
for the occasion. 

At any rate Carl stole the 
show and we are informed the 
Adelphia Hotel is hot on his 
trail to sign him to a contract. 














Michigan Distributors Await 
Sales Tax Verdict | STRENGTH in Hollow Screws is the equivalent of Economy, not only in the 
Continued from page 17) | screws but in the operation of machines. And STRENGTH to the experienced 
engineer is equivalent to the ingredients in an Allen screw: — Chrome- 
Molybdenum steel, cold-drawn sockets, scientific heat-treatment. 























per cent tax, and in turn we 
aay it to the State. Our tax 
es goes in on the 15th of | There you have the bedrock of market preference and the basis of volume 
each month. With this return | sales to all purchasing factors in the field. 

we enclose our check for three 

percent tax on retail sales, as 


we know them, and also send a | THE ALLEN MEG. COMPANY 


letter of disclosure and a formal 
letter of protest to the effect HARTFORD, CONN. U.S.A. 
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FLEXIBLE SHAFT 
MACHINES 


VERTICAL AND HORIZONTAL 
TYPES 





FOR 
GRINDING 
POLISHING 

DRILLING 
REAMING 
WIRE 
BRUSHING 
SANDING 
NUTSETTING 
SCREWDRIVING 
LATHE 
GRINDING 
ROTARY 
FILING 
AND 
MANY 
OTHER 
OPERATIONS 


Ye to 2 H.P. 











64-Page Catalog 
of 
Quality 
Machines 


N. A. STRAND & CO. 


t h 





what this modern 






combination cleaning 


tool can do... 


CLEMENTS-CADILLAC 


BLOWER @® SPRAYER @® CLEANER 


There is practically universal need for its 
varied and efficient services in the plants 
you call on daily—cleaning motors, ma- 
chines, bins, shelves, pipes, automobiles— 
or for spraying light liquids 


This triple value machine sells readily 
on demonstration and offers liberal profits 
to distributors 


Write for Catalog, distributor terms, 
and 10-day free trial. 


CLEMENTS nrc. co. 


6650 Narragansett Ave., CHICAGO, ILL. 
mm ieee == 


92 





that we do not come within the 
meaning of the Act so far as 
sales to industry are concerned.” 

Distributors everywhere will 
view the results of the Michigan 
controversy with the keenest in- 
terest, as the Michigan com- 
panies’ problem is one which 
might eventually be more wide- 
spread, and a favorable Supreme 
Court ruling or the passage of 
the Flynn bill may have a decid- 


| edly good effect on developments | 


in other states. 





Get in the Plant and 
Look Around 
(Continued from page 22) 














mechanical knowledge. And I 
believe that is a requisite for 
really successful mill supply 


| salesmanship. Personality goes 


a long way. I know one man 
who does a good business on 
that one quality. But he’d doa 
lot more if he were equipped 
with more mechanical knowl- 
edge. 





A mill supply salesman today | 
must be, to a certain extent, a | 


“detective.” He must be able 
to get where he needs to, he 
must be observing, he must be 
diplomatic. For plant analysis 


and proper contact are necessary | 
to “planned selling,” which is | 


the cry of the day in mill supply 
salesmanship. 








Glesener Marks 
Silver Anniversary 
(Continued from page 24) 








structure—a __ total 
square feet of floor space. 

With a staff of eight sales- 
men, Mr. Glesener’s organiza- 
tion covers Northern California 
in its aggressive sales activities 
on “whatever you need in whole- 
sale hardware, machine shop and 
industrial supplies.” 

Sound business practices in 
large part account for the steady 
progress of this dynamic supply 
man and his organization. He 
has constantly adhered to a 
policy of handling quality lines, 
representing his sources of sup- 
ply adequately and rendering 
the finest possible service to his 





BP. 


kept in a loft at the rear of the | 
of 30,000 | 


CHICAGO EYE SHIELD Co. 
OFFERS WIDE LINE OF SAFETY 
EQUIPMENT TO INDUSTRIAL 
JOBBERS 


Over 75 types of goggles; sand blast masks, 
welding helmets, hand shields, dust masks, 
respirators and many other kinds of quality 
industrial safety equipment are available 
from this one source of supply. 





RESPIRATORS 
CESCO’S new line of respirators are judged 
by the service they render and the de- 
mand upon jobbers to supply their cus- 


tomers. They are selling! Supplied with 
5 kinds of filters and one of these 5 types 
will handle any job where nose, mouth, 
throat and lung protection is needed 
against breathing harmful dusts, paint and 
lacquer sprays, or mild concentrations of 
injurious or obnoxious gases. 


Salesmen’s catalog sheets, prices and dis- 
counts can be secured by writing Chicago 
Eye Shield Co., 2329 Warren Bivd., 
Chicago, IIlinois. 









Tough 
Alloy Steel 
Back 





: Patented 
Genuine Electric Weld 


+ M A R V E L 


Stecl Base” High-Speed-Edge 
HACK SAW BLADES 


distinctive features that sell MARVEI 
Blades—features that any tool buyer can 
understand and evaluate: (1) genuine 18% 
Tungsten High Speed Steel Cutting Edge; (2) 
tough, unbreakable, shatter-proof, Alloy Steel 
Body; fused into one blade by the (3) patented 
MARVEL Electric Weld. 

Here is obvious superiority that is instantly 
recognized—long-lasting, fast-cutting, safe, de 
pendable blades. 






mY > 
NEW 
MARVEL Heary-Duty 
Hack Saw Frame 
A new type tool that ‘draws a 
crowd" wherever shown. Takes heavier 
High-Speed-Edge Blades; holds them 
under tension. Low 2-hand grip gives 
power, accuracy and prevents rocking 
in cut. : rs 
Write for Catalog Sheets 
Armstrong-Blum Mfg. Co.. 
"The Hack Saw People’ 
353 N. Francisco Ave., 
CHICAGO, U.S.A. 
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the Honest ~ 

Name of | 
an Honest © 
Product 


SINCE 1854 
BOLTS SCREWS 
NUTS RIVETS 


Gar Paosforr(h 


CHARLES ST. MILLDALE, CONN. 
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LOWER COSTS 


with 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS 






sales will result when you point out to your 
customers that Daggetts will not only give the 
most efficient and consistent service, but will cut 
operating costs definitely. 


lubricant and replacements and loss in power 
from friction. 

Daggetts are simple in construction and ac- 
curately machined. They include only the finest 
materials, 

Our profit margin and engineering assistance 
will interest you. 


Write for complete information. 


CHICAGO PULLEY & 
SHAFTING CO. 
19 N. Desplaines St. CHICAGO, ILL. 
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_ driven tools 
| briefly, complete specifications 


ey will save time in daily oiling, cost of | 





customers. How satisfactory 
his relations have been with his 
manufacturers is indicated by 
the fact that he has represented 
his present accounts, for the 
most part, continuously over 
considerable periods of time. 











A Detroit Distributor 
Advertises His Service 
(Continued from page 19) 








industry was told how Friction, 
Accidents, Leakage, Wear and 
Waste filch profits and how much 
of their work can be circum- 
vented by proper lubrication. 


| Three typical installations were 
| illustrated and described. 


The 
back page listed our entire line. 
While this folder was being pro- 
duced we had an extra quantity 
run off with the letter on the 
first page eliminated, thus giv- 
ing us some special letterheads. 

This third mailing was not 
printed by the ordinary letter- 
press process. It was produced 
by photo-lithography, which is 
often very economical even on 
small quantities, when the piece 
has many illustrations and en- 
gravings have not been made. 
The process is available in most 
large cities. This folder was 
mailed in an envelope. 

The fourth mailing consisted 
of a photo-postcard, repeating 
in the form of an actual photo- 
graph one of the illustrations 
used in the folder, with some 
reminder copy to form an ef- 
fective follow-up of the folder. 

The fifth number in the series 
was a 4-page illustrated letter, 
in two colors, featuring the Nor- 
gren Sight Feed Air Line Lu- 


bricator, with incidental mention | 


made of various air valves, hose | 


couplings and guns. The main 
drive however was to create 
direct sales of the lubricator. 
The theory of lubrication of air- 
was discussed 


of the various sizes and models 
of the lubricator were given, 
with prices, and a strong hook 
to get a trial order. Seven hun- 
dred of these folders were de- 
signed as_ self-mailers—simply 
folded and sealed with a white 
wafer, mailed at third class rates 
under a bulk mailing permit. An 
















Industrial 
Soldering 


lrons 


build 
sales and 
profits for 

distributors 


Ksico industrial soldering 
irons can go with you into 
any plant and make a plaice 
for themselves. Their record 
in industrial plants every- 
where is.one of efficient, com- 
mendable service. 

Made in both plug and serew tip 
types. Sold through distributors 
under a policy that provides 100% 
cooperation. Investigate. 


ELECTRIC 


SOLDERING IRON CO., Inc. 
342 W. 14th St. New York, N. Y. 











You can 
rely on 


SHERMAN 


BRASS 
FITTINGS 


Because 





ELBOW 


* The Sherman Line is 
complete—it contains 
all items and all sizes. 


* Our big stocks insure 


prompt delivery of 
your customers’ re- 
quirements. 





«Sherman fittings are 
now all of a new, at- 
tractive flat bead de- 
sign. Threading is ac- 
curate, clean, and per- 
fectly aligned. 


DROP ELBOW 


*Every Sherman fit- 
ting is tested under 
pressure and inspected 
before shipment. 





REDUCING TEE 





Sherman Quality costs no more. Send for 
our complete fitting catalog and attractive 
distributor terms. 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK @® @ © MICHIGAN 
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Your customers need the 
securi ty pro vided by 


JACKSON BELT. 
FASTENERS . . .. 


e They positively will not pull 
loose. @ Sell themselves owing to 
their practical simplicity. e Used by 
your customers wherever a depend- 
able heavy duty fastener is needed. 
Recognized as the standard belt 
connection taroughout the world. 


Do you have a ISAAC JACKSON 


full s ly o 
pe ol BELT FASTENER CO. 
18 VESEY ST., NEW YORK 


literature? 







One of the Many 
‘ Types of Oilers 
Made by Eagle 
WELDED STEEL 
VALVE OILER 


Delivers 

















il te the spot si heut 
wasting a drop Positive working 
valve, 6%” from top end of spout 
controlled by thumb lever conven 
lently located at top of handle 
Seamless welded spout that will not 
leak even if spout is bent Heavy 
substantial, with every known fea 
ture to give service Rust 

vl proof black laequer finish 














longest 








Mills—Mines— 
Factories—Foundries 
Railroads Use This 
Type Oiler 


Wherever mil! supply sales 
nen call there is invariably 
an oppertunity to sell this 
type oller It is a repeat 
the margin of 
is excellent 


















eller and 


Buy Oilers 
From One 
Source and Save 


hag le makes all types 
from the 10¢ housenow 
oller up; also a complete 
line f supply cans for 

r 50 page catalog 










EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 


94 





| budget limit. 


additional three hundred, with 
the sales letter itself eliminated, 
provided us with special letter- 
heads for correspondence on the 


subject of air line lubricators. | 
This folder too was produced by | 
The econ- | 


photo-lithography. 
omy of that process may be seen 
in the accompanying table. 


The sixth and final mailing of | 


the series was a government 
postcard carrying an illustration 
of the air line lubricator, a brief 
sales message, and an urge to 
the recipient to order direct from 
the card. 

The entire campaign, as will 
be seen by the table of costs, 
was produced well within the 
(The agency fee 
covered additional services not 
connected with the direct mail 
campaign outlined here). We 
realize that mailing pieces can 
be produced for half these costs. 
But quality goods require a 


| quality presentation and high 
_ grade advertising pieces run in- 


to money when 
small quantities. 

Up to date the returns have 
proven satisfactory though it is 


produced in 


much too early to appraise the | 


total result. The things that 


| featured this campaign were the 


careful planning, the compila- 
tion of a wasteproof mailing list, 
the production of high-class, at- 
tractive mailing pieces, and mail- 
ing them on schedule. 


our manufacturers’ examples, no 
manufacturer was asked to sup- 
ply any part of it. It was 
created by our organization, for 
our own benefit and is building 
prestige for our house. 





Engine Supplies? 
(Continued from page 16) 





drip cups; gage glasses; wire 
and cable; electric bulbs and 
sockets ; polish ; soap; baled rags. 

In case you were wondering 
why the packing and so on in the 
list above, remember that a die- 


sel plant has a number of auxi- | 


liaries, instruments and so on. 
For example, the plant will have 
an air compressor for filling air 
storage bottles which are used 
for starting the engines just as 


This was | 
a distributor’s campaign. While | 
inspiration was received from 


325 MULTI-FLAME TORCH 
for all types of industrial work 


SurtaB_e for all kinds of work—heavy or 
light. The burner can be regulated to 
produce an enormous 10-inch blue flame 
or reduced to a small pointed flame for 
| light soldering. Triple capacity pump. 
Steel vein liners. Especially efficient for 
work on copper tubing. 
Write for descriptive folder to the 


CLAYTON & LAMBERT Mré. Co. 


Detroit, Michigan 








Makers of World’s Largest Selling Firepots. 





| 
| 
| Salesmen— 
| Business is 
_ readily de- 
veloped for 


BRASS 
BRONZE 


EVERDUR - STAINLESS - NON-FERROUS 


BOLTS-NUTS-SCREWS 











HEX. HD. 
FLAT HD. " 
car scamwa | “atO®s complete Har 
ninamae per stocks enable you 
BOLTS to provide immediate 
LAG screws | shipment on all stand- 
CARRIAGE ard items. Prompt 
BOLTS service on special 
SET SCREWS | orders. Prices that 
a are right. A liberal 
WASHERS . . 
ofit margin. 
DOZENS OF pr 3 
OTHER | Write for 
ITEMS Complete Catalog 


The He M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 
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A DEAT eH 


see 


Piel 


I rT 
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Get Our LOW 
PRICE on this 2’, 
16,000 Gal. Size 


JAEGER ‘SURE PRIME’’ 


PUMPS SELL FASTER... 
2”—3”"—A”—6"—8” SIZES 


Beat competition, make money’ with 
America’s fastest selling line of compact, 
portable, sure priming centrifugals, Amaz- 
ingly lew prices. Write us. 


THE JAEGER MACHINE CO. 
501 Dublin Avenue, Columbus, Ohio 








3 profitable belts 


for distributors . .'! 
e HETMACO—especially service- 


able where oil cutting compounds, acids, 
alkalies, and abrasive dust are present 


bad MALABAR —the belt for ~~ 


eral elevating and conveying. Depend- 
able even under severe conditions 


¢ GENUINE HETTRICK— 


Stitched canvas belting the standard 
for over forty years 


You can show your customers 
how they can save money on belt opera- 
tion with these three fine lines. They are 
sold under distributcr terms that offer 
opportunities for real profits. Write for 
information on our resale price set-up and 
sales plan. 





» I 
o4 aS i, 


The HETTRICK mre. co. 
SUMMIT & MAGNOLIA STS. 














TOLEDO OHIO 
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your electric starter starts your 
auto engine. It will have pipe 
lines for supplying cooling 
water, lubricating oil, fuel oil, 
and taking away the exhaust 
gases. It will probably have a 
centrifuge for cleaning lubricat- 


ing oil, filters for cleaning fuel 


oil, air filters, water pumps and 
oil pumps, perhaps a cooling 
tower if the cooling water is re- 
circulated through the system. 
It will have generators and ex- 
citers, instrument boards, met- 
ers, gages and so on, everyone 
requiring some kind of supplies, 


materials or tools for operation | 


and maintenance. 


Metals: 


Bar steel, brass and cast iron, 
sheet lead and copper, sheet tin 
and iron for shims, laminated 
shims, lead wire (for taking 


bearing clearances), wire gauze, | 
bar solder, bolts, nuts, screws, | 


washers, cotter pins, pipe fit- 
tings, valves. 


Tools: 
Hand, sledge and _ soft-head 
| hammers, open-end, monkey, 


| socket and 


stillson wrenches, 
bearing scrapers, engine indica- 
tor and cards: (for medium and 
slow-speed engines in good-sized 
plants), 2-inch micrometer cali- 
per for measuring leads, inside 
and outside calipers, combina- 
tion square, hand and electric 
breast drills, bolt and pipe taps 


and dies, cutting and welding 


torch, tin snips, blow-torch, sold- 
ering irons, hack saw 
blades, screw-drivers. oil stone, 
files, cold chisels, surface gage, 
indicator for setting valves, 
valve-seat reamer, C-beam 
clamps, eye bolts, chain hoist, 
small blacksmith’s forge, 
punches, gage-glass cutters, gas- 
ket cutters, fuel-oil hydrometer, 
pyrometers and gages, thermom- 
eters, emery cloth, powdered 
emery, fine carborundum, valve 
compound, machine oil. 

It is also essential in any rea- 
sonably sized plant to have a 
screw-cutting lathe, drillpress 
and grinder, each individually 
motor driven and supplied with 
drills, taps, tools, grinding 
wheels. 


and | 





ROBBINS & MYERS, INC. 
HOIST AND CRANE DIVISION 
SPRINGFIELD, OHIO 





The R&M 
the popular hoist for monorails. 
1 


Model L Electric Hoist— 


. Low head room 

2. Balanced construction 

3. Small clearance dimensions 
4. Fast speed 

5. Ability to “take it” 

6. Low cost 

7. Profitable to sell 


One of a complete line of electric and 
hand hoists and cranes. 


Sold thru Mill Supply Houses 
everywhere. 


ROBBINS & MYERS, 
SPRINGFIELD 


INC. 
OHIO 

















Plant Buyers Prefer 
One Source of Supply 


at least when it comes to pur- 
chases of Cap Screws & Set 
Screws 











And that’s the 
advantage of Selling 


Il 
OTTEMILLER 


MILLED SCREW MACHINE PRODUCTS 


Our set and cap screws, cou- 
pling bolts and milled studs are 
complete for practically all pur- 
poses—and are so accurate, uni- 
form and economical that they 
have become standard with many 
buyers. 


For good volume and steady 
profits sell Ottemiller Products. 

















Write for complete information 


The WM. H. OTTEMILLER CO. 
YORK, PA 


We also manufacture Dardelet Thread Screws 
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